

















Pad (4. 


“ a rs 





ee “GARDEN” KITCHEN . . . another ““New Freedom Gas Kitchen’’ design. . . with every work-saving 
feature you've ever wanted. (Even a special ventilating system to keep it cool, clean, free from unwanted 
cooking odors!) Use it to help plan your own modern Gas kitchen. And join the nation-wide 
swing to Gas—for cooking, refrigeration, water-heating, house-heating and air-conditioning—toda) 


NEW FREEDOM FROM “POT-WASHING” ... NEW FREEDOM FROM “TEPID WATER TROUBLES”. . . just 
on the newest, grandest, Gas range you ever — ' ™ turn the tap and your new automatic Gas water-heater 


saw ... with an automatic clock control C—U eee gives you hot water galore. Even replaces the supply fast 
that goes on and off by itself... does enough for those marvelous (but hot-water-hungry) auto- 
a complete meal to perfection when matic dishwashers and laundries. All for a few cents a day 


you're miles away! And that’s just the 


beginning. A smokeless, quick-searing NEW FREEDOM FROM MARKET BASKET “BLUES”... Your new 


streamlined—completely silent—Gas refrigerator is not only 
arranged for more storage room ... but its constant cold keeps 
all foods fresh longer. Economical, too... for there are no 
moving parts in the freezing system to get noisy or wear out. 
Order one for your “New Freedom Gas Kitchen”—right now! 


broiler turns out the juiciest steaks ever 
...flame-roasts whole chickens to 
melting tenderness. Even vegetables taste 
better and are better for you thanks to 
the speed and flexibility that only Gas 
top-burners can give. Yet a new 
automatic Gas range built to “CP” 
standards is just one of the 
wonders in your “New (Cn) 
Freedom Gas Kitchen”! D . 
* 


% 


THE WONDER FLAME 
THAT COOLS AS WELL AS HEAT’ 


—... GAS ASSOCIATION 


Mig -<* 





_— ee 


e mm 


ED 


42 





The gas industry is getting its an- 
rual spring tonic in exceptionally 
large doses this year. In the past 
month no less than four A. G. A. 
conferences have been infusing new 
life into every segment of the in- 
dustry, not to mention the many 
regional and state-sponsored meet- 
ings. . . . Space does not permit 
complete coverage of the wealth of 
material presented but running 
stories carry the highlights and 
three papers have been selected for 
full coverage because of unusual 
significance or timeliness... . No- 
one will gainsay the importance of 
inflation to Mr. Big and Mr. Little 
alike—hence the choice of Prof. 
Guthmann's able presentation to 
lead this issue... . Clifford Jobn- 
stone's views on Associations are 
particularly noteworthy because of 
his background of many years of 
outstanding leadership of P.C.G.A.; 
timely because there has been much 
confused thinking on this subject. 
.. + Selection of Mr. Christman'’s 
thought- provoking paper needs no 
explanation to the sales-minded gas 
man. There is no more urgent prob- 
lem facing the gas industry today 
than the necessity for setting up 
strong dealer organizations capable 
of meeting competitive challenges. 
Additional conference papers will 
be published in the MONTHLY as 
§00n as Space permits. 
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JAMES M. BEALL, Editor 


Inflation and the Utilities 


T)ROBABLY no economic ques- 
iL tion concerns business people 
more at the present time than that 
‘of inflation. The interest in that 
"question is shared by the utility 
"industry. The questions that con- 
“front it are where and how far prices will move as a result of 
Ninflationary forces set in motion during the War. 

| Monetary inflation almost invariably accompanies every 
“major war but in former times prices went skyward during 
ithe war and deflation was expected to go with demobiliza- 
‘tion. But during World Wars I and II the United States 
[government sat on the lid of prices during the war so that 
vit is some time after the close of the war before it is pos- 
) sible to learn where the level of prices, once they are set free 
‘of controls, will settle. After World War I prices soared 
- far higher in 1919-1920 after the war was concluded than 
"at any time during the war, and after the depression of 
"1920-21, the wholesale commodity price level settled down 
‘during the following 1920's to a figure about 50 per cent 
" higher than in 1913. Where are we headed today and what 
“ate the problems engendered for the utility industry ? 


A rising level of prices is a special problem for the utility 
business because under regulation, rates are adjusted upward 
to meet rising costs only tardily and with difficulty. Business 
generally under the price rule of O.P.A. is getting a taste 
at the present time of what is a characteristic difficulty for the 
utility industry during a period of inflation. During the 
war just ended prices and wages were sufficiently controlled 

_ 80 that they created no serious problem for the utility indus- 
| try as a whole. The burden of higher costs was made easy to 


a 


» Address at Joint A. G. A.-E. E. I. National Accounting Conference, Cin- 
 tinnati, Ohio, April 1-3, 1946. 
= *P. U. R. 1918 D, 223-225. 
» _*See E. M. Bernstein. Public Utility Rate Making and the Price Level. 
Pp. 34-35, 





BY PROFESSOR HARRY G. GUTHMANN 


School of Commerce 
Northwestern University 
Chicago, Illinois 


bear by the huge increase in the 
volume of business for the electric 
and gas utilities with a general im- 
provement in load factor. In fact, 
had not Federal corporate income 
taxes been pushed to very high 
levels, the stockholders of these utilities might have benefited. 
While contributing heavily to the war effort with increased 
output, many major utilities, like Boston Edison, Consolidated 
Edison of New York, Commonwealth Edison, Pacific Gas and 
Electric and Southern California Edison, were obliged to re- 
duce their dividends during the war at a time when the cost 
of living was rising. 

a 


In contrast, during the last war the threat of rising prices 
was much greater. In February, 1918, when operating ex- 
penses had risen dangerously, Secretary McAdoo addressed 
a letter to President Wilson emphasizing the danger of a 
breakdown in service of war essential gas and electric utili- 
ties unless state commissions took action to meet the situa- 
tion. The further rise in prices after the war ended in 1918 
created a continuing problem for the industry.? 

The case of The Peoples Gas Light and Coke Company 
from my own home city of Chicago furnishes an illustration 
of the troubles of the period endured by some companies. 
In 1915, its gross revenues were $17 millions and earnings 
were at the relatively satisfactory figure of $5.6 millions. By 
1918 gross had mounted to $21.6 millions but net was re- 
duced to $1.0 million. The peak of inflation was reached 
in 1920 and gross reached $31.2 but net was only $2.7 mil- 
lions. Prices broke in the latter part of 1920 but rate adjust- 
ments enabled 1921 to show $32.9 millions of gross reve- 


nues. While this represented an increase in revenues of only 


$1.7 millions, net climbed from $2.7 to $8.3 millions. De- 
flation in operating costs spelled the change. 
Some idea of conditions may be had from the fact that 


~ © Opposite: Superheater and stack of a modern water gas set at Stamford, Connecticut. Many such installations, incorpo- 
"tating improvements in a process invented many years ago, are still in existence throughout the manufactured gas industry. 








between 1915 and 1920 union hourly 
wage rates rose 100 per cent and the 
price of bituminous coal rose 170 per 
cent.* 

Attempts to draw a parallel between 
what happened during and after World 
War I and World War II should be 
carried out with caution. Many of the 
details of war financing changed. How- 
ever, the general outline of the picture 
appears very similar. Again we are see- 
ing postwar inflation carrying prices to 
higher levels after the firing is all over 
and the huge spending is discontinued. 
The quantities of currency and bank de- 
posits that grew out of war finance are 
producing a new and higher price level. 
Where that price level should settle re- 
mains to be seen. But the very fact 


durable goods to the point where it will 
equal demand. Such nondurable goods 
include food and clothing, which con- 
stitute the bulk of the cost of living. 
The danger in such a program lies in an 
overzealous attempt to protect the con- 
sumer to the point where price increases 
are granted so tardily as to restrict pro- 
duction and greatly delay the return to 
full economic output. 

From the point of view of the util- 
ity industry anything which smooths out 
the more extreme movement of prices 
makes it easier to adjust to the change 
and is especially to be desired if it can 
eliminate a short-term up-and-down 
movement of violent proportions. 

The accompanying chart enables the 
reader to see the effect of the two World 
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THE PEOPLES GAS LIGHT & COKE COMPANY 


Capitalization 
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(Chicago) 
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Dividends were omitted from 1918 to 1921, inclusive. 


that artificial price controls were more 
successful during this war than they 
were a quarter-century ago, means that 
prices have that much farther to travel 
than before. 

However, it is the hope of many that 
price controls can be removed more grad- 
ually, say over the next year or year and 
a half, so that the sharp speculative rise 
in commodities that occurred during 
1919-1920 can be avoided so as to make 
less likely a price crash such as we wit- 
nessed in 1920-21. Those who advo- 
cate such tapering off on price controls 
believe that another year should be sufh- 
cient to step up the production of non- 


3 Ibid. p. 33. 


Wars upon utility construction costs, the 
cost of living, and the average per 
kilowatt hour charge for residential use. 
The index of construction costs illus- 
trates the more violent price fluctuations 
that take place in that field of prices. 
The Haberly index used here shows 
somewhat less fluctuation than the Engi- 
neering News Record index of con- 
struction costs and is more appropriate 
for measuring the elements that go into 
utility plant account. The residential 
power rate has a remarkable record and 
should continue to reflect the favoring 
influence of a growing demand per cus- 
tomer but the experience of World War 
I indicates that it cannot be regarded as 
immune to inflation. 
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The elimination of the Federal exggs 
profits tax and the reduction of the org, 
mary corporate rates have raised hopes 
of rate reductions. In fact, in som, 
communities, such as Chicago, redy. 
tions have already been approved. But 
with the prospect of wage increases and 
other increasing costs, notably Coal, the 
extent of such reductions, if any, shoul 
be subject to the closest scrutiny if late 
financial embarrassment is to be avoided 
The accounting division will find it de. 
sirable to prepare projected figures o 
the basis of possible increases in the 
various cost factors in order that tate 
negotiations may be judiciously COn- 
ducted. It might even be desirable tp 
anticipate wage demands of employes 
so as to avoid a temporary showing of 
earnings that could be made the objec 
of demands for ill-advised rate reduye. 
tions. 

The gravity of the problem plus th 
practical difficulty of restoring rates once 
reduced would even argue the consider. 
tion of some plan for customer refunds 
rather than outright rate reductions that 
would in effect render “‘service-at-cost’ 
until the effect of rising costs that lie im. 
mediately ahead can be properly a. 
praised. 


Distorting Effect of Inflation 


In the period that lies ahead we mus 
also keep in mind the distorting effec 
of inflation upon certain relationships 
that are the object of common attention 
in financial and accounting circle. 
When certain costs, like wages and sup 
plies, rise with the price level while 
others, such as depreciation and bond 
interest, remain unchanged, the as 
tomary percentage relationships of suc 
costs to gross revenues are altered. Dur 
ing an inflationary period the costs 
which adjust to the rising price lev 
gtow in relative importance, the fixed 
costs shrink relatively. The percentage 
of a fixed cost, like depreciation, t 
gross revenues will decline. Becaus 
operating costs rise while the retum to 
capital changes but little, the operating 
ratio will tend to increase. Because reve 
nue rises to cover rising costs whil 
property is carried at the fixed figure 
original cost, the ratio of gross revenues 
to operating property, or property tum 
over ratio, will tend to rise. 

If one analyzes these changes, he find 
that they mean that the utility investor 
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is robbed by inflation for the benefit of 
the consumer of utility services. The de- 
preciation based on original cost fails to 
recover a sum sufficient to restore the 
depreciating property and maintain the 
integrity of the investment when meas- 
yred in purchasing power. Interest on 
bonds and dividends on preferred stock 
wea fixed claim in dollars but shrink in 
buying power. The rate of return to 
the common stockholder may vary some- 
what and rise somewhat during a period 
of inflation but the principal sum on 
which the return is allowed will con- 
tinue to be anchored to a fixed num- 
ber of dollars of shrinking purchasing 


wer. 
These are the unfortunate but natural 
consequences of the heavy use of bonds 


1926 = 100 
(POTeTS PLOTTED aks 


and preferred stock in utility financing 
and the use of the prudent investment 
principle in valuing rate base. Under 
the circumstances, it seems unlikely that 
any cure can be found for the troubles 
of the utility investor short of steps that 
would stabilize the purchasing power 
of the dollar. 

This brings us to the $64 question. 
Where is the price level headed? The 
correct answer probably lies between 
that of the extremists on the one hand 
who blithely predict we shall have no 
inflation because American productivity 
will offset all our monetary misdeeds 
and of those others who gloomily fore- 
cast that Federal policies are heading us 
inevitably for inflationary disaster such 
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Indexes of cost of residential electric service, electric light and power construction cost, and 
cost of living 
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as France and Germany experienced dur- 
ing the 1920's. 

Production alone cannot win the bat- 
tle of inflation and counterbalance all 
unsound government finance. It is, how- 
ever, of first rate importance that our 
production be revived as rapidly as pos- 
sible for it will reduce the hazard. 

Our experience after World War I 
points to the probability of further price 
rises until prices find their natural level. 
The large additions to our supply of 
money in circulation and bank deposits 
that grew out of our failure to finance 
the war by taxation and savings point 
to a higher or inflated price level ahead 
of us as compared with 1939, just as the 
price level of the 1920's was higher than 
that of 1913. 


World War | Comparison 


In this connection it is interesting to 
make a rough comparison of the figures 
for the two World War periods. Money 
in circulation and bank deposits doubled 
during the war and postwar inflation of 
the first World War. Our stock of 
money rose from $3.8 billions in 1913 
to $8.2 billions in 1920; all bank de- 
posits rose from $17.5 in 1913 to $38.2 
in 1920. The more exact and satisfac- 
tory figures for World War II are not 
strictly comparable with the preceding 
figures but serve to indicate the same rel- 
ative magnitudes. The amount of cur- 
rency in circulation outside 6f banks 
rose from $6.4 billions in December, 
1939 to $26.8 billions in December, 
1945 or over four times. The total de- 
mand deposits of all commercial banks 
rose in the same period from $29.8 to 
$79.9 or 22% times. 

I trust it is not out of place to suggest 
that every effort should be extended to 
curb unnecessary inflation and minimize 
business instability. We might enumer- 
ate some of the major planks in a de- 
sirable program: 


1. Price controls, particularly for cost 
of living items, should be continued to 
minimize the danger of a short explosive 
inflation such as we experienced in 
1919-1920. Such controls should be 
dropped as rapidly as shortages disap- 
pear in any given field. 

2. Surplus goods of the Army, Navy 
and government agencies should be 
moved as rapidly as possible into civil- 
ian channels now while shortages exist. 

3. The government should keep its 











TABLE II 


EXPANSION OF DEMAND DEPOSITS OF ALL U. S. COMMERCIAL BANKS AND 
IN CIRCULATION OUTSIDE OF 


MONEY 





Demand 


De postis 
December, 1929 $22.5 
1933 15.0 
1939 29.8 
1940 34.9 
1941 39.0 
1942 48.9 
1943 60.8 
1944 66.9 
1945 75.9 


BANKS 


(billions of dollars) 


Currency 


Outside Bank: s Total 
S$ 3 6 $ 26.4 
4.8 19.0 

6.4 36.2 

aia 42.3 

9.6 48.6 

13.9 62.9 
18.8 79.6 
23:5 90.4 
26.8 102.7 


Source: Federal Reserve Bulletin. February, 1946, p. 157. 


expenses down and its taxes up. The 
temptation to cut taxes in an election 
year is great. But the time to balance 
the budget and reduce debt is when 
business is active and inflation threatens. 
Whatever one’s views on the soldiers’ 
bonus, it would appear the height of 
unwisdom to pay it at a time when the 
supply of spendable cash far exceeds 
the amount of available goods. Such a 
large disbursement should be made when 
business conditions are bad and the 
cash would mean a maximum of benefit 
to the soldiers and the community. 

4. The use of credit in fields where 
it will add fuel to inflation should be 


Advertising Men See Ventilated Kitchen Preview 





Preview of the Rochester Gas and Electric Corporation's New Cooking Center Exhibit, March 27, captured the interest of these members of 

the National Advertising Domestic Copy Committee, representatives of McCann-Erickson, several staff members of A.G. A., 

types of ventilated kitchens established their ability to remove objectionable heat and odors from the kitchen area. Moreover, the demonstration 
proved that kitchen ventilation was much more effective with a gas range than with an electric range 
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discouraged. Home financing is the larg- 
est and most important field of private 
finance. The government created the 
F.H.A. plan for insuring mortgages on 
homes in order to stimulate building 
during the depression period of the 
1930's. It allows 80 and 90 per cent 
loans on very easy terms that create a 
danger of wholesale loss of homes if 
they are made at high prices during in- 
flation. Such easy lending does not in- 
crease the supply of homes during a pe- 
riod like the present but increases the 
number of bidders for a limited supply 
and tends to push prices of homes even 
higher. Normal lending standards and 
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precautions should be reintroduced if we 
wish to avoid a bigger real estate smash 
than we had during the early 1930's, 

5. For a short time, at least, upgi 
demands of other borrowers increase 
the Treasury should shrink the war-ip. 
flated volume of bank deposits by self. 
ing its obligations to savings institutions 
and individual savers and paying off; 
part of its debt to the Federal Resery 
banks and the commercial banks, 

Here we touch upon a matter which 
if thoroughly examined would carry ys 
far beyond the scope of our discussiop 
It is of central importance and is cop 
cerned with the Treasury's dilemma 
growing out of its inflationary war. 
finance policies. 

In order to raise money beyond what 
savers could supply and to gain the ad. 
vantage of borrowing at extremely loy 
rates, often less than one per cent per 
year on certain obligations, the Treas. 
ury sold a huge amount of short-term 
debt to the banks. The magnitude of the 
operation may be judged when we note 
that as of August 31, 1945, the com- 
mercial banks and the Federal Reserve 
banks owned 39 per cent of the total 
United States interest-bearing debt, or 
$101 billions out of the $261 billions 
total. So long as the Federal Reserve 
banks dis- (Continued on page 242) 
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Fig. 1. A general view of appliances and test burners used in mixed gas research 


Blending Modern Fuel Gases 


Method of establishing the interchangeability limits of any gas having a given com- 


position with a natural gas of predetermined physical and chemical characteristics 


LENDING of fuel gases to meet 

the demands for modern gas service 
long has been a complex engineering 
problem commonly recognized as requir- 
ing a wealth of talent and experience. 
Such economic factors as necessary plant 
equipment and availability of supple- 
mental fuels not only make the problem 
inherently difficult, but also require their 
close coordination with performance lim- 
itations of the supplemental fuels avail- 
able at any given time. 

Satisfactory interchangeability of a 
substitute gas is obviously of extreme im- 
portance in many respects. Limited value 
only can be attached to a supplemental 
gas which, when mixed with the normal 
base gas in substantial proportions, does 
not permit customers to continue to uti- 
lize their appliances in a normal manner. 
It is this phase of the problem of blend- 
ing fuel gases which for some time has 
been the principal concern of the Mixed 
Gas Research Committee of the Ameri- 
can Gas Association. 

Reliable technical information on the 
degree of interchangeability of supple- 
mental fuels with natural gases has not 
been available in the past to the extent 
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American Gas Association Testing 
Laboratories 


desired. The major objective of the re- 
cent study sponsored by the committee 
and conducted by the Association's Test- 
ing Laboratories was to obtain data for 
determining the limits of interchange- 
ability of various available or producible 
gases or gas mixtures with any kind of 
natural gas. A wide range of gases which 
might conceivably be employed for peak 
load or substitute purposes were invest- 
igated. Test procedures were planned to 
obtain data that would allow the devel- 
opment of an equation or some other 
analytical method of evaluating the in- 
terchangeability of any gas having a 
given composition with a natural gas of 
predetermined physical and chemical 
characteristics. 

From the abundance of technical in- 
terchangeability data accumulated, math- 
ematical equations for establishing inter- 
changeability limits for lifting, flash-back, 
and yellow tips with natural gases em- 
ployed as the adjustment gas were de- 
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rived. These are reported in Research 
Bulletin No. 36, “Interchangeability of 
Other Fuel Gases with Natural Gases.” 
The new bulletin is unique in that it 
provides a practical means of evaluating 
gases without necessity of having a com- 
plete knowledge of the text of the bulle- 
tin or underlying theory. Results of re- 
search are presented in “handbook” 
form and steps involved in calculation 
of the interchangeability equations are 
outlined in such a way that anyone who 
has in his possession the analyses of the 
base and supplemental gases under con- 
sideration may determine the three lim- 
its of gas utilization in a comparatively 
short time. The limits so established will 
allow a decision regarding the suitability 
of the gas for distribution purposes. 

Gas_ interchangeability calculation 
sheets with which operators may obtain 
the interchangeability indices quickly 
and readily are reproduced here from the 
bulletin. Section I is for calculation of the 
various factors used in the interchange- 
ability equations shown in Section II to- 
gether with the limits of interchange- 
ability for various base load natural 
gases. 








Using Section I the procedure is as 
follows: 


1. Enter analyses of both the adjustment 
and substitute gases on decimal volume basis 
in columns “Ga” and “Gs”. Subscripts “a” 
and “'s’’ denote adjustment and substitute 
gases, respectively. 

2. Record heating values and specific gravi- 
ties of the gases as “h” and ‘“‘d” in the space 
provided beneath the first tabulation. 

3. Multiply the decimal volume of each 
constituent of the adjustment gas shown in 
column “Gs” by “A”, “F’, and “T” values 
for that constituent as indicated in the chart. 
Record the products as “Aa”, “Fa” and “Ta” 
respectively. Make similar calculations for 
the substitute gas, using the analysis previ- 
ously entered in column “Gs”. 

4. Total each column. 

5. Use these values for calculations of ‘a’, 
“f", “K" and “Y” for both the adjustment 
and substitute gases, as indicated in the table 
by respective subscripts ‘a’ and ‘‘s”’. 


Having obtained these factors, Section 
II is applied in the following steps: 

1. Substitute the values secured in Section 
I in the interchangeability equations given 
for determining values of the lifting inter- 
changeability index “Iy.”’, flashback  inter- 
changeability index “Ir” and yellow tip in- 
terchangeability index ‘‘Iy”. 

2. Compare calculated interchangeability 
indices “Iy’, “Ir” and “ly”, with the limits 
of interchangeability given in the tabulation. 


Two limits for interchangeability in- 
dices are given for each natural gas. The 
first value headed ‘Preferable’ indicates 
the preferable limit in that all burners, 
including those adjusted at their lifting 
of yellow tip limit, would operate satis- 
factorily under such conditions of inter- 
change. However, when burners are 
properly adjusted on the base load gas, 
these preferable limits can be exceeded, 
the degree of variation depending upon 
the particular base gas employed. The 
second column headed “Objectionable” 
gives the allowable variation for each 
base load gas by showing values beyond 
which objectionable performance is 
likely to be encountered. When values 
of “I,”’, ‘I,’ and “I,” are intermediate 
between the preferable limit and objec- 
tionable limit, sound judgment is neces- 
sary in analyzing each particular situa- 
tion to determine the limits of inter- 
changeability. 

The method of applying the gas in- 
terchangeability calculation sheets can 
best be shown by reference to a typical 
problem. Substitution of a 1600 B.t.u., 
1.475 sp. gr. commercial butane-air for 
a 1115 B.t.u., 0.64 sp. gr. high heating 


value natural gas is considered in the 
example. 

The adjustment natural gas is com- 
posed of: 





CH, 0.830 
CH. 0.160 
Co. 0.005 
N. 0.005 

1.000 


Hard 


Soft 


A 
Fig. 2. 





Flame characteristics of these gases are 
shown in the accompanying photo. 
graphs. 

Using these analyses in the calcula. 
tion sheets according to the procedure 
outlined above, the three interchange. 
ability indices, “I,"", “I, and “ly” are 
obtained. Reference to the limits of jp. 
terchangeability for a high heating value 
base natural gas indicates that substity. 


B Cc 


Illustrating changes in flame characteristics when mixing 1600 B.t.u. butane-air with 


high B.t.u. natural gas. (A) Adjustment on 100% natural gas. (B) Satisfactory operation. with- 


out change of burner adjustment on 50% butane-air and 50% natural. 


(C) Unsatisfactory 


operation on 100% butane-air 


The analysis of the 1600 B.t.u. bu- 
tane-air is: 





C,Hg, 0.110 
CyHio 0.390 
O. 0.105 
N, 0.395 

1.000 


| 200 | 


tion of 1600 B.t.u. butane-air would te 
sult in lifting flames on some burnets 
since the “I,,"’ value of 1.13 is above 
the objectionable limit of 1.12. Flash- 
back would be expected on others since 
the “I,” value 1.31 is above the ob 
jectionable limit 1.2. In addition yel 
low tipped flames would occur on burn- 


AMERICAN GAS e%ssocvadiom MONTHLY 








ISSUE 








p with 
 with- 
factor) 


Id re- 
inners 
above 
Flash- 
; since 
1 ob- 
n yel- 
burn- 


THLY 





Gas Interchangeability Calculation Sheet 















































































































































SECTION I 
ApJuUSTMENT Gas SusstiTutTe Gas 
G a j|a}| F [wl] 7 ft G, a {ei PLR) st Le 
Air Air 
Analysis of | Required Yellow Analysis of | Required Yellow 
Gas ForComb.| G.x A} Lifting |GaxF| Tip |G xT Gas ForComb.| G,x A} Lifting | Gx F ip ix T 
Decimal (|Cu Ft/Cu Constant Constant Decimal Cu Ft/Cu Constant iConstant 
Volume Ft of Gas Volume Ft of Gas 
“Hh 2.38 0.6 0.0 H, | 2.38 0.6 0.0 
co 2.38 1.407 0.0 CO 2.38 1.407 0.0 
CH, 9.53 0.67 2.18 CH, 9.53 0.67 2.18 
C,H. 16.68 1.419 5.8 C2H¢. 16.68 1.419 5.8 | 
C;Hs 23 .82 1.931 9.8 C;Hg 23 .82 1.931 9.8 | 
CH 30.97 2.55 16.85 CyHy 30.97 2.55 16.85 
Hy 14.29 1.768 8.7 ‘eH, 14.29 1.768 | i ae 
C3He 21.44 2.06 13.0 C3H¢ 21.44 2.06 13,0 | 
Cell, 35.73 2.71 52.0 Ci, 35.73 2.71 52.0 
Tll.* 19.65 | | 2.0 19.53 Ill.* 19.65 2.0 19.53 | 
Oz —+ 76**| | 2.9 —4.76** || Op —4.76** 2.9, —4.76** 
200; | | 1.08 | | | 200: 1.08 
° | | i) 
EN: | 0.688 | | SNe | | 0.688 
Total |1.00 | | | | | Total [1.00 | iw pee 
Total Inerts: E = Total Inerts: E, = 
Heating Value: h, = Heating Value: h, = 
Specific Gravity: d, = Specific Gravity: d, = 
*Representative analysis of 3 C,H, + 1 CyHe. **Always negative. Subtract from total. 
ApDJUSTMENT Gas SusstiTuTe Gas 
100- A, 100 A, 
Air Theoretically Required for Complete Combustion per 100 Btu: a = —— = a, = a = 
la s 
1000 fd. 1000 fd, 
Primary Air Factor: .=—— = .=— —= 
he h, 
Pa F, 
Lifting Limit Constant: K, = —— = K, = — = 
da d, ' 
100 T, 100 T, 
Yellow Tip Limit: Y,= = i= = 
7 A, + 7 E. —26.3 Oo, A, + 7 E, —26.3 On, 
SECTION II i 
Lifting Interchangeability Index: I, = ; - 4 - 
a Qs a 
(x, — log =) 
f, Ma fy 
Vi 
K, f, 1 = 
Flash-Back Interchangeability Index: I = = 
Ka fa 
f, 2a Yo 
Yellow Tip Interchangeability Index: Iy = ey = 
@ a, a 
Limits of Interchangeability for Various Base Load Natural Gases 
Hicu Heatina VALUE Hicu METHANE, Hicx Inert 
Interchangeability | __ Natura Gas NaTurat Gas NATURAL Gas 
— Preferable Objectionable Preferable Objectionable Preferable Objectionable 
“a "Under 1.0 Above 1.12 Under 1.0 Above 1.06 Under 1.0 Above 1.03 
ly Under 1.18 Above 1.2 Under 1.18 Above 1.2 Under 1.18 Above 1.2 
a he “| Abovel 0 | Under 0.7 Above 1.0 | Under 0.8 Above 1.0 | Under 0.9 
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ers with soft adjustments since the cal- 

culated value for the “I,” index 0.578 

is under the objectionable limit 0.7. 
Since values for the three interchange- 


ability indices “I,”’, “I,” and “Iy’’ indi- 
cate that unsatisfactory performance 
would result from complete substitution 
of the butane-air, trial calculations 
would be necessary to determine the per- 
centage of high heating value natural 
gas must be mixed with the 1600 B.t.u. 
butane-air to bring values of the inter- 
changeability indices within limits. Ap- 
plying values of the various factors for 
a mixture of 50 per cent 1600 B.t.u. 
butane-air and 50 per cent high heating 
value natural gas to the interchangeabil- 
ity equations, “I,” is found to equal 
1.092, “I,” 1.21 and “ly” 0.707. 
Again comparing these values with 
those in Section II denoting limits of 
interchangeability it is observed that the 
substitute gas is a borderline mixture. 
While burners adjusted at their lifting 
or yellow tip limits on the natural gas 
would lift or produce yellow tips respec- 
tively when operating on this mixture of 
50 per cent 1600 B.t.u. butane-air and 
50 per cent natural gas, satisfactory flame 





CONVENTION RESERVATIONS 


N April 5, President Boothby addressed all members of the Association 

urging action in making hotel reservations for the 1946 Annual Conven- 
tion and Exhibit in Atlantic City during the week of October 7. Application 
for hotel reservations should be made on the blank which accompanied Mr, 
Boothby’s letter and the blank sent to the Housing Bureau at Atlantic City and 
NOT to the American Gas Association. Additional copies of the reservation 
blank can be secured from Association Headquarters. 

This will be the first postwar national convention and exhibit of the gas in- 
dustry which, coupled with recent convention experience of other associations, 
indicates that the Convention in Atlantic City next October will have a record 
breaking registration. Members are urged to make their hotel reservations at 
once and to share twin-bedded rooms as much as possible. Every measure is be- 
ing taken to assure comfortable accommodations for all members who plan to 
attend. Early requests for reservations will help the Association, the Housing 
Bureau and the hotels give better assurance of securing satisfactory accommoda- 


tions. 











characteristics would be obtained with 
normal primary air adjustments. The 
flash-back interchangeability index “I,” 
is also very close to the numerical limit 
for satisfactory performance from the 
standpoint of flash-back. 

Laboratory tests on control appliances 
adjusted on high heating value natural 


''Wonderflame Room” Makes Bow in Savannah 





Buffet luncheon at which the “Wonderflame Room” was introduced 


PPROXIMATELY 100 visiting delegates 
to the convention of the Georgia State 
Home Economics Association, which met on 
March 30, were guests of the Savannah Gas 
Company at a 1 o'clock buffet luncheon in 
their new Home Service kitchen and audito- 
rium which has been named “The Wonder- 
flame Room.” 
The party for these guests from all over the 
state was given in honor of the formal open- 


ing of this new departure, which is expected 
to play an important part in training Savan- 
nahians in the preparation and serving of 
foods. 

Hostesses for the occasion were Mrs. Julian 
Hartridge, special consultant to the Home 
Service Division of the South Atlantic Gas 
Company; Mrs. Katherine Stafford, director 
of home service for Savannah, and Myrtle 
Castellow, assistant director of home service. 
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gas verified these calculations. Results 
showed that it was necessary to add 50 
per cent of the base gas to 1600 Btu 
butane-air before lifting, flash-back and 
yellow tips were eliminated on all con. 
trol burners. However, since the values 
of all 3 indices are just at the numerical 
limits of interchangeability, in practice 
an additional percentage of the natural 
gas should be added as a margin of 
safety. 

The fact that one can obtain values 
of interchangeability indices in a few 
minutes’ time without a comprehensive 
knowledge of the subject is particularly 
valuable when several different gases are 
under consideration as supplements to 
the natural gas supply. In such casesa 
ready comparison can be made without 
resorting to any experimental work of 
the percentages of the various supple 
mental gases which can be mixed with 
the base natural gas without unsatisfac- 
tory performance resulting from the sub 
stitution. Speedy elimination may also 
be made of various combinations, the 
use of which would affect appliance op- 
eration to an undesirable extent. It 
should be understood, however, that 
final application of results of these cal 
culations to field problems should bk 
subject to thorough engineering analysis 
in each instance so that all factors cap 
be thoroughly evaluated. Sound judg 
ment of competent engineers is as neces 
safy a prerequisite in such cases as @ 
any other operating problem encountered 
in the industry. 
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New Method 
of Painting 
Holders 


Ingenious experiment reveals 
method of coating submersible 
surfaces with quality finish 
at substantially lower cost 


NEW method of painting water- 

sealed gas holders, which pro- 
duces the finest finish at a substantial 
saving in cost, has been developed by 
L. B. Donovan, assistant general supcer- 
intendent of the Holder Mainten>ne 
and Painting Bureau of Consolidated Edi- 
son Company of New York, Inc. After 
experiments over the past two and a 
half years, it was found that the method 
can save 50 per cent of the cost of paint- 
ing submersible surfaces. The company 
has applied for a patert in Mr. Dono- 
van’s name and he has assigned all his 
rights in it to the system. Benefits will 
be made available, free of charge, to 
the utility industry upon application to 
the Consolidated Edison Company. 


The husky savings figure and the in- 
genious new painting idea were unveiled 
at a recent meeting of the Society of Gas 
Lighting at New York’s Hotel Astor 
where utility men from the eastern sec- 
tion of the country heard Mr. Donovan's 
first public description of his flotation 
application and saw the motion picture 
which the company made to show how 
it is done. 

In the new method the prime force 
in painting—the painter’s arm—is re- 
placed by the gas pumping facilities at 
holder installations. With it thousands 
of square yards of gas holder surface 
can be covered with a uniform film of 
paint as quickly as the lifts are sub- 
merged and raised again. The trick is 
the floating of paint on the surface of 
the water in the holder cups. 

Flotation painting saves time, money 
and labor and results in a quality job 
free from skips or misses, half-painted 
rivets, air bubbles or any of the common 
mechanical causes of paint failure. With 
this system the skill of the master painter 
is surpassed by the law of hydraulics. 

It applies to more than 50 per cent 
of the area of water-sealed holders which 
require painting. Guide frames must 
be tackled in the old-fashioned manner 
since there is no way to submerge them. 

Only paint of controlled viscosity and 
gravity characteristics can be employed. 
More paint is floated on the water sur- 
face than is actually used to cover the 





A"still” from the motion picture on the flotation method of painting water-sealed gas holders. 
Arrow points to layer of aluminum paint floating on top of surface of water in holder tank 
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L. B. Donovan 


section of the holder, but the excess is 
recovered, so that the net amount of 
paint used on a holder does not exceed 
the amount required by the brush 
method of painting. The paint is brought 
from the manufacturer to the job site 
in a tank truck. There it is pumped 
through temporary distribution lines to 
several points on the surface of the wa- 
ter in the holder cups. The paint must 
float from one to four inches in depth. 

The holder lift to be refinished is 
then submerged to the full depth of the 
holder tank, the dry surface of the lift 
dragging a “curtain” of paint down with 
it. Pressure of water in the tank forces 
the paint to cover the surface of the 
holder lift completely and evenly. As 
the lift rises, surplus paint flows off to 
float again on the water surface, from 
where it is recovered to be used again. 

Paint is recovered by a device which 
consists of a funnel whose lip is held 
just below the paint surface and well 
above the water surface. A suction hose 
at its base pulls the paint back into the 
tank truck. There it is checked for spe- 
cific gravity and viscosity, the volatile 
loss is replaced and the small water con- 
tent drained off at the bottom of the 
truck. 

One of the many problems confront- 
ing the Painting Bureau while the new 
process was being developed was how 
to measure the depth of paint floating 
on the holder cup water surface. No 
known device would do the job, so an 
appeal was made to the Electrical Engi- 
neering Department which designed a 
successful one. A model was made by 
Alfred Veeck, tester of the Test Bureau. 








One of the Consolidated Edison gas holders 
which was painted by the flotation method 


Mr. Veeck also volunteered a device of 
his own designing which was preferred 
because it was simpler and more 
rugged. It is a wooden mount, which 
looks like an elongated yardstick, bear- 
ing a scale. Attached by guide wires is a 
weighted float which sinks through 
paint but rides flush with the water level. 
By noting the position of the float and 
then raising it to the paint surface a 
reading can be taken of the thickness of 
the paint. 

The new idea for water sealed gas 
holder painting was born during the 
war when labor shortages were plaguing 
the Painting Bureau. The system has a 
total of 31 water-sealed gas holders 
which require painting at regular inter- 
vals. 

Following a hunch, Mr. Donovan 
dipped a panel through a thin layer of 
black paint floating on water in a bucket 
and noted happily that the paint dried 
smoothly and evenly on the surface of 
the panel. Since black was an undesir- 
able color for gas holders and other 
colors available in the shop refused to 
float, he asked a paint manufacturer for 
help. 

Thus began a long inquiry into the 
qualities of paint, its viscosity, volatility 


and specific gravity characteristics. There 
followed a study of water pressures, time 
periods and effects of submersion. It 
was found that available grey paint, 
which was a preferred color, had too 
critical a balance so it was abandozed 
in favor of aluminum paint and more 
studies were undertaken. In the mean- 
time the small relief holder at the 
Ravenswood plant had been successfully 
refinished by the flotation method, using 
black paint. 

Finally an aluminum paint with the 
desired qualities was developed and, 
since the fall of last year, the flotation 
method of refinishing water-sealed gas 
holders has been accepted company prac- 
tice. So far only aluminum or black has 
been used, since suitable paints of other 
colors are still in the laboratory stage. 

Even though the flotation method 
produces a superior protective film, the 
Painting Bureau plans to repaint gas 
holder lifts at two-year intervals. It is 
expected that the high quality film will 
prevent all except a very small amount 
of corrosion in that time and thus al- 
most no preparation of holder lift sur- 
face will be required before repainting. 
This contributes to a further saving in 
maintenance costs. 





To date five gas holders have been 
painted by the flotation method. Four 
were with aluminum paint and one with 
black. 

The experience gained indicates that 
the method results in a superior paint 
film and a job cost reduction of fifty 
per cent. 


< 


Paris Gas Company 
Cited by Army 


HE Gennevilliers Works of the Light 

Heat and Power Company of Paris was 
singularly honored at a special ceremony on 
January 23 when Colonel Des Illest of the 
American General Staff presented the presi- 
dent of the company with an American flag, 
two battle fiags and a diploma carrying the 
text of an American Army citation. This un- 
usual recognition was accorded for coopera- 
tion with allied armies and particularly, as 
the citation states, because “in spite of the 
lack of coal and heavy oil, the Light Heat 
and Power Company has constantly filled the 
need of gas for the American Army with a 
fine efficiency.”’ 

The distinction conferred on the Paris util- 
ity has been given to 72 industrial companies 
in France. Paul Leclers is administrative 
managing director of the Light Heat and 
Power Company and A. Baril is honorary di- 
rector general. 


Window Display Features Home Planning Book 





TA ILLusTRaren paces 


fot 798 


COME IN AND GET / 


your copy WOW/ 


Window display of the Old Colony Gas Company, East Braintree, Mass., featuring the home 

planning book, “Let's Plan a Peacetime Home.” This book is one of the key pieces in the gas 

industry promotional program developed by the Surface Combustion Corp., Toledo. The dis- 
play created active demand for the book, R. P. Chase, Old Colony sales manager, reports 
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Functions of Regional Associations 


Strong regional organizations which supplement and support the national asso- 


ciation are important cogs in machinery for the advancement of the gas industry 


Y subject is 

associations 
and what they can 
do for industry. 
This is a difficult 
assignment, partic- 
ularly for a profes- 
sional association 
executive. If he 
sticks to the truth 
and tells all, it will 
be a record of 
heartache and partial frustration which 
will have an audience in tears in no 
time. If he puts his best foot forward 
and talks of success and accomplishment, 
he will be accused of bragging, par- 
ticularly by those who know him and 
his association. Fortunately, here, I am 
far from home and perhaps I can let 
myself go a bit. 





Clifford Johnstone 


At the Crossroads 


Out on the Pacific Coast our more 
practiced orators like to preface their 
rematks by saying, ‘the industry is at 
the crossroads.”’ It has developed into a 
joke with us and gets an audience into 
the proper mood to listen to some more 
ot less sure method of setting its feet 
on the one and only straight and nar-@ 
tow path. We don’t really believe it 
because we see our sales curves climb- 
ing. Nevertheless, it is a good phrase 
and each of us, where our own pet 
hobby is concerned, can prove its truth. 
So let me preface my remarks by assert- 
ing in ringing tones: ‘The Associations 
of the Gas Industry are at the Cross- 
toads.” And so that-you can make men- 
tal reservations, I will admit at once that 
my pet hobby is better and more active 
tegional gas associations and more of 
them. 

An association is necessarily a very 
inefficient tool for reaching quick deci- 
sions, but it is the best means of secur- 
ing joint action among diverse interests. 


Presented at the Southern Gas Association’s 
annual meeting, Galveston, Texas, March 20-22. 
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BY CLIFFORD JOHNSTONE 


Managing Director, Pacific Coast 
Gas Association 


If it really is an association, it ap- 
proaches a pure democracy in which 
every last interest in its membership 
must agree before action is taken. In 
some industries the officers of associa- 
tions are given power to act on certain 
matters without consulting the member- 
ship. They may, for instance, represent 
the industry before legislative commit- 
tees, conduct negotiations with other 
industries, or discipline members for in- 
fractions of industry rules. These are 
not true associations ; they are service or- 
ganizations delegated to do certain jobs 
for the industry. The Independent Nat- 
ural Gas Association is the nearest ap- 
proach to this type of organization in 
our industry. 

Where this fundamental limitation on 
associations’ effort is recognized and 
thoroughly understood, I think members 
are happier about the functioning of as- 
sociations. For there still remains a 
great deal for the associations to do. 


Associations Called Idealists 

I like to look on an association as 
the idealist of its industry. To it are 
brought the best thoughts of each of its 
members. It can revel in theories and 
no harm can come from it. It gathers 
only the prime ripe fruit in the garden 
of its industry's ambitions and offers 
them to all who have the vision to par- 
take. The transactions of any well-regu- 
lated association should be years ahead 
of average performance in its industry. 
It sets the goals and begs the industry 
to strive to reach them. I am not going 
into detail as to what these goals should 
be and what activities are proper for 
an association in the gas industry. There 
are too many of them. The least idea 
of the lowliest member is worthy of at- 
tention and exploration, for none of us 
are wise enough to see very far ahead. 
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We do know that our industry needs 
new methods, new inventions, new proc- 
esses, new viewpoints, new fields of use- 
fulness, and better trained employees. 
We must have them in a constant stream. 
I know of no better way to get them 
than through an active association. 

If these very general premises are 
sound, it follows that an association and 
its members must be close to one an- 
other, both geographically and in spirit. 
The territory of the association should 
be limited to an area which permits a 
representative attendance at meetings 
large and small, and frequent visits of 
association executives to its most remote 
corners. The membership of an asso- 
ciation is a cross section of human na- 
ture. Some are belligerent, some are 
timid; some are interested, some are in- 
different; some are self-sufficient, others 
are frequently asking advice. To weld 
these varying temperaments into a 
steadily working group requires frequent 
personal contact between members and 
those who have the responsibility of 
making the industry's program. 


A. G. A. for Strong Groups 

This close acquaintanceship is difficult 
to attain on a national basis. That is 
why the American Gas Association 
should and does encourage the activities 
of state and regional associations. They 
are needed both to suggest problems re- 
quiring national solution, to help in 
their solution, and to sell the solutions 
back down the line to the men who 
must use them if they are truly solu- 
tions. 

Regional associations are needed, too, 
to prevent cluttering up national asso- 
ciations’ machinery with purely regional 
matters. Much as I deplore that argu- 
ment-stopping phrase “‘our conditions 
are different,” it is true that each region 
is faced with a few distinct and peculiar 
problems, perhaps due to climate, nat- 
ural resources, or state legislation which 
it must solve for itself. It should have 
the machinery to do so. 








The regional association is useful for 
many other reasons too obvious to need 
special mention. For instance, appliance 
merchants are usually organized on a 
regional basis and should be met with 
frequently if we are to have adequate 


dealer support. One very important 
function is the encouragement of the 
industry's rank and file. The regional 
association is a place where they can 
get and give inspiration and information 
and become acquainted with the fellow 
who does the same work in the next 
town. 


Every Member a Job 

The goal of every association, how- 
ever impossible of actual attainment, 
should be to give each member at least 
one job to do every year. A working 
membership is an interested member- 
ship. Association work broadens and 
develops men and women and makes 
them more valuable to their employing 
company. Regional statistics, advertis- 
ing, publicity and surveys are frequently 
of more value than when on a _ na- 
tional basis and are logical routine for 
the regional association. 

Perhaps I am particularly conscious 
of the value of regional effort because 
we on the Pacific Coast are most remote 
from the national activity. It is a real 
jaunt for us to travel to a meeting in 
New York or Chicago, and very few of 
us can do it. For this reason, and I fear 
that both Carl Wolf and Leigh White- 
law will agree with me, we as a group 
demand more from our national asso- 
ciations than any other group in the 
country. And we also do a lot for our- 
selves. 

We work closely with the American 
Gas Association and the Gas Appliance 
Manufacturers Association. Our mem- 
bership is their membership, and our 
office, staff and money (the money with- 


Salesmanship 


@® Clarence C. Keller of radio station 
WSYR, Syracuse, N. Y., speaking to a 
business class at Syracuse University, 
gave this definition: 

“The salesman is the individual who 
wraps up merchandise in the package of 
promotion, with the tissue of advertis- 
ing; then ties the string and places it in 
the customer's hands.’’—Printer’s Ink 











upon its activities. . 
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An Association Viewpoint 


T has been very gracious of other A. G. A. presidents during an- 
nual meetings to commend the New England Gas Association 
. . We should bear in mind the complete pic- 
ture of the A. G. A. program which is much more comprehensive 
than ours. While both associations naturally are engaged in many 
broadly similar activities because they are both gas industry associa- 
tions and therefore they are both appropriately seeking additional 
light regarding the same industry, the N.E.G.A. is doing some things 
which the A. G. A. does not do but the national association does a 
great many things which the N.E.G.A. does not do. 

Thus, our industry may well turn to the A. G. A. as the leader of 
all of our 15 or more gas industry associations because of its national 
character and because of its resulting financial resources, staff facili- 
ties and the far-flung committee personnel which is available to it.— 
Clark Belden, Executive Secretary, New England Gas Association, in 
an address at the N.E.G.A. Annual Meeting, March 21-22, 1946. 








in reasonable limits) is always at their 
disposal. 

Nevertheless our contact with the na- 
tional associations has not been per- 
fected and it requires constant vigilance 
to prevent duplication of effort and con- 
flict of ideas and action. While this is 
natural and happens in all organizations, 
the harmonious and efficient functioning 
or organized effort is extremely im- 
portant whether it be between depart- 
ments of a single company, in industry 
associations or, as in this case, between 
associations in the same industry. 

One difficulty is that the industry is 
not well organized on a regional basis. 
There are a number of state and regional 
associations affiliated with the American 
Gas Association but many of these are 
inadequately financed and staffed to per- 
mit them to function efficiently. Many 
of them, too, include competing utility 
elements in their membership. Many 
states have no gas association of any 
kind. The result is that the American 
Gas Association cannot well commit it- 
self to a policy of making the state and 
regional association an important cog 
in its machinery. In too many cases it 
would be a weak reed. 
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The dangers of over-organization are 
almost as great as the weakness of under- 
organization. I can, however, conceive 
a considerable industry advantage in hav- 
ing the national association program sup- 
ported by a number of well-organized 
regional groups which together cover the 
country. They would serve to bring the 
needs of the front fighting line into 
headquarters and to carry the details of 
the national effort back to the point of 
use. The industry would be more closely 
integrated and its programs more likely 
to be translated into action—everywhere. 
It might even prove less costly because 
of the larger membership it would oc- 
casion. 

Because we hold this view the Pacific 
Coast is glad to see the South taking 
action to broaden its activities. 

The Southern Gas Association is in 
many ways quite similar to the Pacific 
Coast Gas Association. You, too, are 
relatively remote from the center of na- 
tional activity. You have a long and 
distinguished history of accomplishment 
and service. You have built up senti- 
mental traditions and customs which give 
a personality to your association. Your 
territory is large and includes both nat- 
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yral and manufactured gas service and 
is the home of many appliance manufac- 
turers. Our differences are mostly in de- 
gree and often in your favor. 

In a territory somewhat similar in 
shape and area, the Pacific Coast has less 
than 20 important gas companies—you 
have four times that many. Pre-war we 
had some 60 gas appliance manufactur- 
ers in our territory—you had about 30. 
Our gas companies serve 21% million 
customers with an annual revenue of 





$125 million. Your companies serve 
over 2 million customers and collect 
more than $170 million annually. These 
similarities are striking. 

A few words about the Pacific Coast 
Gas Association might be interesting for 
the record. I must hasten to say that 
we do not live up to the ideals I have 
been talking about—but we try. Our 
territory is larger than it should be and 
the interests of our gas companies too 
diverse for best results. Because of our 


Gas Heating System Melts Snow 


From Theatre Sidewalk 





Installing wrought iron pipe coils for an automatic snow removal system in the sidewalk in 
front of the Ohio and State Theatres at Barnesville, Ohio 


EXT winter's snow, ice and sleet will 

pose no sidewalk cleaning problems 
for Edward J. Modie, Barnesville, Ohio thea- 
tre owner. 

The sidewalk in front of his two theatres 
in the eastern Ohio community, a few miles 
west of Wheeling, W. Va., has been trans- 
formed into a large, low temperature heat- 
ing unit that melts snow as quickly as it 
falls, prevents ice from forming and elimi- 
nates all snow shoveling and the use cf chem- 
icals, 

Mr. Modie used to have a crew of ushers 
with mops in the lobbies of the Ohio and 
State theatres to clean up slush and water 
tracked in by patrons. Then he heard about 
automatic snow melting systems and became 
the first theatre proprietor in America to in- 
stall one. 

Even in the worst snowstorm last winter, 
his sidewalks remained dry and free from 
snow and ice. 

To install the system, the 120-foot side- 
walk in front of the theatre was torn up. 
Then wrought iron pipe—used because it 
esis's Corrosion—-was shaped into coils, po- 
sitioned over the gravel fill the full length of 
the walk and embedded in concrete for the 
new sidewalk. Coils are suspended in the 
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concrete so that they are approximately 21/,” 
from the surface. The concrete is 6” to 8” 
thick. 

During winter, the system is kept in con- 
tinuous operation. A small circulator pump 
forces hot water from the automatic gas 
heater in the theatre basement through the 
coils and the concrete is warmed just 
enough to melt any snow that may fall. Re- 
sidual water evaporates quickly. Ice does 
not form. Mr. Modie declares that the side- 
walk becomes dry in short order after a rain- 
fall. 

Water temperature in the system is kept at 
from 95° to 100° by means of an aquastat 
on the return main that automaticaily in- 
creases the flame of the boiler when the 
water drops below required temperature. To 
protect the system against freezing when it 
isn't in operation, antifreeze solution has 
been added to the water. 

Cost of installing these unique systems is 
nominal compared to the expense of manu- 
ally removing snow. Operation costs are 
considered to be very low. A _ Pittsburgh 
engineer who installed heating pipes in his 
driveway reports that it cost him only 60 
cents to remove 15 inches of snow from 
about 400 square feet of surface. 
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large territory, committee meetings are 
difficult so we try to work through spon- 
sors who are each given an appropriate 
mailing list and asked to do as much 
as they can by mail. However we do 
not hesitate to call meetings and the 
minutes are sent to all companies, 
whether represented or not. 

We have a relatively small member- 
ship, about 1,000 all told, but it is a 
quality membership. We have not had a 
membership committee for many years. 
We want only active and interested 
members and this type comes to us with- 
out solicitation. Our organization paral- 
lels that of the American Gas Associa- 
tion but is cut down to our size. We 
make no differentiation between manu- 
factured and natural gas companies and 
see no good reason for it. We are for- 
tunate in having a very strong and well- 
organized manufacturers’ section. Our 
manufacturers work side by side with 
utilities, and the advantages to both and 
to the industry as a whole are obvious. 

We are one of the few regional 
groups still publishing its work in an 
annual volume of proceedings. We think 
it is worth its cost and we are proud of 
the demand for the volume from all 
parts of the English-speaking world. 
Our committees have authored and pub- 
lished many other useful publications. 





Natural Gas Men 
Meet May 7-8 


HE attention of the entire natural 

gas industry will be centered on 
Cincinnati, Ohio on May 7 and 8 when 
the annual spring meeting of the Natu- 
ral Gas Department of the American 
Gas Association will take place. Head- 
quarters are at the Hotel Gibson wherc 
outstanding industry leaders will spea’: 
on trends in regulation, industrial rela- 
tions, promotion, research and technica! 
problems. 

R. H. Hargrove, vice-president and 
general manager, United Gas Pipe Line 
Co., Shreveport, and chairman, A. G. A. 
Natural Gas Depariment, will preside. 
The program is in the hands of a com- 
mittee headed by Walter C. Beckjord, 
president, Cincinnati Gas and Electric 
Co., and past president, American Gas 
Association. 

A complete report of the meeting 
will be published in the June A. G. A. 
MONTHLY. 




















“Squeeze test’ —Range must not “give” over a 
tenth of an inch when 200 lb. force is applied 














Performance Check at 


A. G. A. Laboratories 


A shiny new gas appliances come rolling 
off the production lines, the news is 
that greater flexibility and convenience, as 
well as improved performance and efh- 
ciency, are being featured by many appli- 
ance manufacturers. 

Pictured are a few of the numerous 
tests made at the American Gas Association 
Testing Laboratories to make sure that ap- 
pliances bearing the Laboratories’ Approval 
Seal fully meet all standards and require- 
ments. 


approval plan. Requirements, all of which 
are “American Standard,” are constantly 
elevated in keeping with the advances of 
modern science. 

Consumers who purchase approved ap- 
pliances and ask their gas company to check 
establish for them- 
selves the major premises for safe, con 


on their installation 
venient and economical gas appliance serv- 
ice. Gas companies are more than glad to 
assist in selecting equipment of the proper 





Preparing drawings in the Cleveland labora- Safety, satisfactory performance and dur- size and type as well as to explain the many ely 
» fae ¢ . , q ° " e ° 7 XIMUM Ab 
tory of appliances for inspector's field use able construction are the keynotes of the advantages of modern gas service. esa 








Inspector at factory checking construction to Tests for positive automatic lighting are in- Determining tension of springs used in vat Loabastion 
insure production as approved. A phase of cluded in over 550 separate tests for ranges. and pressure regulators. Such accessories 4 — 
adequate appliance certification program Top burners must light in four seconds tested through thousands of cycles for reliabts 4 
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1 level meter rece burner noise. Quiet Capacity of automatic storage hot water heaters Placed in reflectometer, “‘magic eyes” meas- 
ere A “3 : - ° ° ° ‘2 ri 

i aa? essential. Another example of the is accurately figured in checking thermal effi- ure light reflectance difference between baked 
dustry’ program to perfect appliances ciency. Such tests lead to constant improvements cake sample and standard white surface 
hau) < ‘ / 





ecking furnace heating element for “hot spots.” Picking up radiant rays of space heater in an Measuring wall and floor tem- 
ximum allowable tem perature of 875° F. helps arc two feet from heater in order to calculate peratures at approximately six- 
yevent warping, corrosion and burning out radiant efficiency inch intervals to insure safety 





ombustion samples are carefully analyzed as a check Checking automatic controls of floor furnace heating unit prior to installa: 
I performance. Samples are taken under varying con- tion and test. All controls and heating units undergo vigorous tests to insure 
ditions of adjustment and use satisfactory performance 
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What Price Dealer Cooperation? 


Only by a thorough and complete dealer program can our industry hope to 


maintain its position and further develop its market in the residential gas field 


HE gas indus- 
T try has entered 
the postwar period 
with a great deal 
of latent strength 
and with gas reve- 
nues and sendouts 
at an all-time peak. 
We must be care- 
ful, however, that 
our current high- 
revenue position 
does not blind us to the long-term trends 
and conditions that in the past have af- 
fected our industry. 

In addition to our strong revenue 
position, we as an.irdustry have many 
elements of strength on which to draw 
and to further develop, in planning our 
future activities. These elements include: 
the great acceptance of gas and its ex- 
tensive use in the home, the public 
recognition of the economy of gas op- 
eration, the large potential fields of gas 
application not yet fully developed, the 
general industrial and commercial ac- 
ceptance of gas, and the optimistic and 
aggressive outlook that we have as an 
industry. This is a strong foundation on 
which to build ard it is the present in- 
tent of our industry to build strongly 
for the future. 





H. S. Christman 


Problems To Overcome 

While planning an aggressive pro- 
gram of future activities, we must not 
ignore certain elements of weakness that 
have existed in our business in the past 
and which we must overcome, if we are 
to achieve the success for which we 
hope. These elements include the large 
number of gas appliances in use which 
do not have present-day improvements, 
that gas is at times erroneously featured 
by some competitors as old-fashioned, 
the lack of outstardingly powerful appli- 
ance manufacturers, the limited types of 
domestic gas applications, the competi- 

Presented at A. G. A. New York-New Jersey 


Regional Gas Sales Conference, Westchester 
Country Club, Rye, New York, April 11-12, 1946. 


BY H. S. CHRISTMAN 


Sales Manager, The Philadelphia Gas 
Works Co., Philadelphia, Pa. 


tive nature of the industry's base load, 
the unfavorable gross revenue position 
of our industry compared to our prin- 
cipal competitor, the persistent loss in 
per customer revenue during the prewar 
period, and the inadequate overall mer- 
chandising policies pursued by our in- 
dustry in the past. 

We must be conscigus as well, of the 
substantial sales aids and promotional 
assistance available to cur competitors. 
These include strong local merchandis- 
ing and trade associations, extensive 
dealer outlets, a large volume of national 
advertising by recognized manufactur- 
ers, and a favor2ble public opinion as to 
modernity. 


Need Effective Merchandising 


There is a grave reed on the part of 
our industry for more effective merchan- 
dising measures than in the past. To 
merely hold our own is to lose ground 
as our competitors are advancing. We 
are faced in the future with the pro- 
gressive curtailment of our present resi- 
dential load unless many in our industry 
develop an entirely new approach to 
merchandising. 

The gas industry cannot meet this sit- 
uation single-handed, nor can we wait 
until competition is fully developed and 
even more entrenched before we take 
action. The pre-war non-cooperative 
dealer policy of the gas industry is a 
thing of the past, so far as maintaining 
our competitive position is concerned. 
This policy of non-cooperation included 
a number of undesirable practices that 
are familiar to all of us, such as the 
exclusive promotion and sale by the util- 
ity of certain appliances to the exclusion 
of all other dealers. It included, in many 
cases, lip-service to dealer cooperation, 
but, except in rare instances, nothing in 
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the way of a concrete and functioning 
plan that encouraged the dealer in the 
sale of gas appliances. This policy in 
the past has resulted in the loss of the 
allegiance of dealers to the gas industry 
and has thrown them even more securely 
into the arms of our competitors. 

Even where, in the opinion of the gas 
utility, exclusive promotion is felt by 
the utility to be a satisfactory method 
of meeting a competitive situation, the 
dissatisfaction of the dealers in that com- 
munity to such an attitude may eventu- 
ally result in the dealers deserting the 
utility entirely as a merchandising ally. 
We are no longer in the position, if we 
ever were in it, where we can operate a 
merchandising program to the detriment 
of other merchants and expect such 
methods to be a lasting means of ad- 
vancing our business. 

It is my conviction that the only suc. 
cessful way of vigorously promoting the 
gas utility business, and the only one 
that will probably meet a competitive 
situation, is to provide a genuine coop- 
erative dealer program. The conviction 
of the need and the desirability of such 
a program must stem from the top man- 
agement of the utility. The program 
must be sincere, competitive, inclusive, 
properly publicized, ably administered, 
and must provide community leadership 
by the utility gas appliance promotion. 


Principles of Dealer Success 


I do not propose to outline a specific 
dealer plan, but first having pointed 
out the need of a bonafide dealer plan, 
then to review the information required 
in any community for the selection of a 
plan, and finally, to outline the basic 
principles of all successful plans, that 
will form the framework on which the 
proper plan, tailored to the needs of the 
community, can be designed. 

Any successful dealer plan must meet 
the needs of the local situation. In this 
connection it must be understood that 
a utility is definitely a local business in- 
fluenced by all of the elements that make 
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one local situation different from an- 
other. Because of this, there is no plan 
that will uniformly fit every situation. 
The elements that must be considered in 
developing a dealer plan include: 


a. Competitive conditions. 
b. Types and relative costs of gas. 
c. Saturations of various gas appliances 
as compared to other fuels. 
d Local selling conditions. 
1. Number and types of dealers. 
2. Acceptance of gas appliances as 
compared with competitive ap- 
pliances by dealers. . 
e. Availability of wholesale agencies. 
f. The aims and objectives of the gas 
utility in developing a dealer plan. 


With this information available, a 
dealer plan can be developed that will 
closely meet the needs of the local situ- 
ation and one that can be successfully 
operated, provided there is a genuine 
desire on the part of the utility to make 
it work. 


A.G. A. Dealer Recommendations 


Among the objectives that should be 
a guide will be some basic merchandis- 
ing principles of dealer cooperation. 
The American Gas Association has 
recommended a group of principles and 
many regional Associations have devel- 
oped them. These principles should be 
reviewed and incorporated into a local 
Code of Cooperation. These should be 
publicized to the trade and endorsed 
wholeheartedly by each management. 
It is the signal to the trade that you have 
a definite dealer program and the princi- 
ples are the opening gun in your pro- 
motion. You are selling the trade on 
your earnest desire and sincere willing- 
ness to cooperate with them. 

In our city we have adopted such a set 
of merchandising objectives and prin- 
ciples and I shall repeat them merely as 
an example of a local application. They 
have been widely publicized in our Ap- 
pliance Merchandiser, a company sheet 
sent to a thousand or more retail and 
wholesale outlets and in trade papers of 
many of our local retail associations. 

They cover 9 general objectives: 


l. Approved Types of Appliances: 
Gas appliances offered for sale shall be 
such as to assure safe, efficient and de- 
pendable service. Gas applances ap- 
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proved by the American Gas Associa- 
tion Testing Laboratories shall be 
deemed safe, efficient, and dependeble. 

2. Merchandise To Be Sold by Util- 
ity: The utility shall sell only gas-con- 
suming appliances and the auxiliary 
equipment necessary for their complete 
installation and use. 

3. Retail Price of Appliances: The es- 
tablished list price or a price that allows 
the customary mark-up shall be recog- 


nized as the proper maximum retail 
price of any appliance. 

When the utility purchases an item 
with the intent of establishing a special 
price thereon, the utility shall provide 
that such item may be purchased by any 
merchandising cutlets in the territory 
served by the utility from the merchan- 
dising outlet’s supplier at its customary 
discount (applied to such special price), 
subject to (Continued on next page) 
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The Portland (Ore.) Gas & Coke Company recently staged two window displays portrayed 
above. One display was almost completely ignored by the passers-by. 
people and caused them to visit the sales floor for further information. 
displays do you think was the most effective? 


The other stopped 
Which of the two 


Make your choice now and turn to page 229 





















the supplier's usual credit, franchise, 
sales, and other conditions applying to 
the regular sale of that item. 

The foregoing is not intended to ap- 
ply to shopworn, damaged, repossessed 
or reconditioned items, nor to articles 
previously purchased which have become 
obsolete. 

4. Exclusive Sale of Any Appliance: 
The utility shall not accept the sale of 
any make or model of appliance to the 
exclusion of other dealers. 

5. Selling Conditions: No premiums 
shall be given, nor trade-in allowance 
made by a utility in connection with the 





sale of any appliance, unless all retailers 
selling that same appliance are enabled 
to participate. 

It is recognized that Regulation “W" 
governs the length of installment terms 
and down payments. Should Regulation 
“W”’ be rescinded, the length of install- 
ment terms, down payments, and carry- 
ing charges shall be economically sound 
ard within the financing terms available 
to other dealers. 

6. Selling Personnel: The activities of 
all appliance salesmen should be con- 
trolled so as to avoid misrepresentation 
and other unfair selling practices. 





SEE that you've spent quite a big 

I wad of dough 

To tell me the things you think I should 
know. 

How your plant is so big, so fine, and 
so strong; 

And your founder had whiskers so 
handsomely long. 


So he started the business in old '92! 

How tremendously int’resting that is 
- . . to you. 

He built up the thing with the blood 
of his life? 

(I'll run home like mad, tell that to 
my wife!) 

Your machinery’s modern and oh so 
complete ; 

Your “rep” is so flawless; your work- 
ers so neat. 

Your motto is “Quality”... 


capital 


No wonder I'm tired of “Your” and of 
“You! 
: % Pa * * * * 


So tell me quick and tell me true 

(Or else, my love, to hell with you!) 

Less—“how this product came to 
oe 

More—what the damn thing does for 


me! 





TELL ME QUICK AND TELL ME TRUE 
(OR ELSE, MY LOVE, TO HELL WITH YOU!) 


Victor O. SCHWAB 
Schwab and Beatty, Inc. . 


("I turn over page after page of the magazines, cost- 
ing the advertisers thousands per page; and still they 
are talking about themselves and—as far as I am con- 
cerned—to themselves.’ Comment by a reader.) 


Will it save me money or time or work; 

Or hike up my pay with a welcome 
jerk? 

What drudgery, worry, or loss will it 
cut? 

Can it yank me out of a personal rut? 


Perhaps it can make my appearance so 
swell 

That my telephone calls will wear out 
the bell ; 

And thus it might win me a lot of fine 
friends— 

(And one never knows where such a 
thing ends!) 


I wonder how much it could do for my 
health ? 

Could it show me a way to acquire 
some wealth— 

Better things for myself, for the kids 
and the wife, 

Or how to quit work somewhat early in 
life ? 
% * * e * 


So tell me quick and tell me true 

(Or else, my love, to hell with you!) 

Less—"how this product came to 
be” ; 

More—what the damn thing does for 


me! 


Advertising & Selling 
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Total compensation of utility appli. 
ance salemen shall, so far as possible, 
be competitive with that of compensa. 
tion paid by retailers. 

7. Advertising: Coordinated advertis. 
ing should be developed by the utility 
with other dealers with the view of mak. 
ing available to such dealers all reason. 
able cooperation in advertising, displays 
and sales promotion. 

8. Installation: If a utility contributes 
to the cost of piping facilities necessary 
for the installation of appliances sold 
by itself, it shall make identical contri. 
butions on similar appliances of ap- 
proved quality sold by retailers in the 
same territory. 

9. Servicing: In servicing an appli. 
ance beyond the warranty period, no dis. 
tinction shall be made in the service 
rendered ard in the policy of charging 
regardless from whom the appliance was 
purchased. 


Elements of Successful Plan 


After determining the local aims and 
objectives of a dealer plan and publi- 
cizing the basic merchandising principles 
under which the plan operates, it seems 
logical then to examine the elements of 
a dealer operation which will give rea- 
sonable assurance of success. Local con- 
ditions will dictate what policies and 
features will be chosen by each utility. 
Some of these elements are: 

Adequate Dealer Coverage: It is rer 
sonable to assume that the coverage ob 
tained through gas appliance dealers 
should be as extensive as that obtained 
by our competitors, and that anything 
short of that does not develop the mer- 
chandising of gas appliances through 
dealers to its fullest extent. This means 
that a successful cooperative plan mus 
be all inclusive as to types of dealers. 
This should include department stores, 
appliance stores, furniture stores and 
other appliance outlets, including the 
plumbing and heating contractors. 

An exception to this extensive dealer 
coverage must be made in the case of the 
gas refrigerator, as it is impractical from 
a merchandise standpoint to have all of 
the dealers in a community handle a 
appliance of the same make and still 
provide an attractive opportunity for 
each dealer in its sales. As a result 
gas refrigerator dealers must be selecte! 
on a geographic basis. In this conne- 
tion, as many as one-third of the total 
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active appliance outlets in the commu- 
nity can be franchised to sell the gas re- 
frigerator and still provide an adequate 
dealer selling opportunity. 

While there has been much discussion, 
pro and con, regarding exclusive versus 
non-exclusive gas appliance dealers, it 
is my belief that we cannot obtain ade- 
quate coverage of gas appliances by co- 
operating only with those dealers who 
sell gas appliances exclusively. 

Utility Cooperatioin with Wholesal- 
es: An important part of the respon- 
sibility of the utility under a cooperative 
dealer plan is to see that adequate 
sources of supply are available to all 
dealers for desirable types of gas appli- 
ances. In special situations it may be 
necessary for the utility to act as a 
wholesaler, but in the great majority of 
cases, distribution facilities to retailers 
can be obtained independent of the util- 
ity. The dealer does not lean on the 
utility for his source of supply of other 
appliances and where such is the case 
there is no reason why the gas utility 
should become an appliance distributor 
or jobber. 


Wholesalers Important 


The position of the utility is substan- 
tially strengthened when other whole- 
salers take over the distribution of gas 
appliances. In many cases, such whole- 
salers are already handling competitive 
appliances and by developing an inter- 
est on their part in gas appliances their 
allegiance to competitive appliances is 
materially weakened. In addition, while 
there is much to be said for the presence 
of the utility in the field of retail ap- 
pliance selling in the interest of load de- 
velopment and expansion, there is little 
justification for the utility to wholesale 
appliances when other agencies can be 
found that will take over such work. 

In this connection, the utility can ren- 
det a major service by making satisfac- 
tory appliances available to wholesalers 
through utility negotiations and, con- 
versely, by making satisfactory types of 
wholesalers available to manufacturers. 
When this is done, the utility benefits 
by the advertising, promotion and sales 
contacts of these wholesalers with the 
dealers. Such contacts are normally many 
times more frequent than the utility's 
own contacts with the dealers. This in 
no way detracts from the closeness of 
the utility contact with the dealer, but 
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instead, eliminates from the utility con- 
tacts, many grievances and misunder- 
standings that are inherent in the han- 
dling of appliances. These troubles are 
properly the headaches of the appliance 
manufacturers and distributors, and not 
that of the utility. The experience of 
many utilities in recent years during the 
shortage of appliances is ample proof of 
this statement. 

Functions Performed by the Utility: 


Whether the utility is inaugurating a 
new dealer cooperative plan or is ex- 
tending and carrying on a satisfactory 
type of plan previously used, there are 
certain functions that the utility must of 
necessity perform for its dealers, if the 
plan is to succeed. In reviewing these 
functions, it must be understood that all 
may not be applicable to a given situa- 
tion, and they are mentioned here as an 
illustration (Continued on next page) 
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NEW HOME SERVICE BOOKLETS 





EVERAL new booklets, which are ready-made tools for the advancement 

home service and the gas industry, have just been released by the Home 
Service Committee of the American Gas Association. 
rect attention of teachers and students of home economics, as well as orders, to 
the importance of home service work as a job and a career. 
“Modern Kitchens for Homemaking Instruction,” provides an answer to the 
growing number of requests involving modernization of school home economics 


The latter booklet on modern kitchens for schools, featuring gas equipment of 
course, gives valuable information on arrangement and equipment useful for 
teaching and describes special applications for work in foods. 
tion of ‘Modern Kitchens for Homemaking Instructions” supersedes one of the 
It is illustrated with actual school illustrations 
and incorporates the new trends in plans for homemaking classrooms. 
ing made available for 15 cents per copy. 

Of the booklets directing attention to the attractiveness of home service work, 
the most recent is entitled “Home Service—A Career.” 
book and reference work for use in colleges where students are studying home 
Qualified home economics graduates are in great demand in many 
fields and gas companies must compete for personnel; therefore this booklet fills 
an important need and can serve a most useful purpose. 
illustrated and includes descriptions of various phases ef home service work. It 
is priced at 10 cents per copy and orders will be filled quickly for Spring dis- 


A small folder, announced in January, supplements the material described 
Entitled “Home Service—The Road to Opportunity,” it is a condensed, 
illustrated report answering the ‘‘what’s, why’s and wherefore’s’’ of home service. 
It is recommended for college and high school advisors, for use in vocational 
meetings and before student home economics groups. 


All orders should be addressed to the American Gas Association, 420 Lexing- 


Two of the booklets di- 


A third, entitled 


This 1946 edi- 


It is be- 


It is planned as a text- 


It is timely, well- 


The cost is 4 cents per 
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of those types of functions that other 
utilities have performed and have found 
desirable to render. 

In those few cases where other whole- 
saling agencies cannot be found, it is 
the utility's responsibility to warehouse, 
deliver and possibly connect the appli- 
ances sold by dealers. This is normally 
a function that should be performed by 
the wholesaler. In the financing of 
appliances, however, the utility has a 
responsibility to make certain that there 
is available to dealers in gas appliances, 
financing plans and terms as acceptable 
as those available to the gas utility, or 
to dealers generally on competitive ap- 
pliances. This should include floor plans 
for the display of appliances, as well as 
the financing of retail sales. 


The utility has a responsibility in 


guiding the dealer in the selection of 


appliances, not only in the dealer's in- 
terest, but in the utility's interest as 
well, to make certain that satisfactory 
types of appliances are sold on its lines. 
Such guidance may include special test- 
ing and approval of appliances by the 
utility that may serve as a guide, both 
te the dealer and the public. 

The utility must render promotional 
assistance to the dealer, at least com- 
parable to that which is available on 
competitive appliances, and perhaps even 
more so, under certain adverse condi- 
tions. This may include the training of 
dealers’ salesmen, the scheduling of reg- 
ular meetings with dealers regarding the 
sale and promotion of the various gas 


Industrial Flomixers in Production 
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GAS PORTS “F 


Diagram and photograph of industrial Flomixer 


RODUCTION of a newly designed con- 

stant-ratio mixer for low pressure air and 
gas with an efficiency said to be greater than 
that of presently available equipment is an- 
nounced by D. A. Campbell, manager of the 
Industrial Division of Bryant Heater Com- 
pany, Cleveland. 

First of a series of new gas combustion ele- 
ments for use in industrial process equipment, 
the Flomixer utilizes the energy of a stream of 
air at pressures up to 3 pounds to entrain a 
combustible gas and to deliver the mixture 
at unusually high pressure to the burners it 
supplies. 

Available in pipe sizes from 34” to 4”, the 
mixer’s efficiency is due to the improved de- 
sign of internal contours and proportions, with 
resultant reduction of pressure losses within 


the unit. Air requirements are accordingly less- 
ened to produce a given mixture pressure, 
and smaller blowers can be used, or increased 
burner capacities realized, with the new unit. 
Au air supply of one pound pressure will pro- 
duce a mixture pressure of 13” water column 
with natural gas, 1114” with manufactured 
gas. 

Accurate gas-air proportions are maintained 
at all rates of flow, as long as zero pressure gas 
is supplied. This characteristic, also due to 
streamlined design, gives the entire combus- 
tion system a wider range of operation with- 
out requiring higher initial air pressure, and 
eliminates ultra-sensitivity of adjustment. 

The gas ratio adjuster is a universal type, 
suitable for any type of gas. 
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appliances, making available to dealers 
satisfactory and comparable display mg. 
terials, cooperative advertising, special 
identification for cooperating dealers, 
the operation of cooking schools in cop. 
nection with dealers, and many othe 
promotional functions that the utility 
may properly perform. 

Dealer Contact Organization: In gen- 
eral, a separate organization is much to 
be preferred, with its sole responsibil. 
ity the furtherance of gas appliance sales 
by dealers. In some situations it has 
been found desirable to separate the or. 
ganization contacting merchandise deal. 
ers from that which contacts plumbers, 
in order to maintain a separate interest 
by the utility in the sale of appliances by 
each general type of dealer. 

Whether or not the utility representa- 
tive should sell for the dealers’ account 
is a matter for the individual utility to 
decide. It is my belief, however, that 
competitive conditions rather than the 
judgment of management should de. 
termine whether or not dealers should 
be spoon-fed by the utility in the sale 
of gas appliances. If our principal com- 
petitor does not sell for the dealers, in 
my opinion there is no reason why the 
gas utility should perform this service. 


Gas Must Stand on Own Feet 


Gas appliances, from a merchandising 
standpoint, should be able to stand on 
their own feet in any dealer sales pro- 
gram. It is the responsibility of the gas 
utility to see that its appliances have 
the same or greater degree of customer 
acceptance, that they are equally avail- 
able to dealers, that they are of a qual- 
ity comparable to competitive appli- 
ances, and that they can be sold by the 
dealer with as great or greater profit 
than comparable competitive appliances. 
To me, it is obvious that if a dealer 
can make as much or more money by 
selling gas rather than competitive ap- 
pliances, then we do not have to make 
these sales for him. 

Determination of Dealer Perform- 
ance: It is necessary that the utility be 
in a position to measure the effective- 
ness of a dealer plan in terms of the 
number of desirable appliances sold by 
dealers. In the case of refrigerators and 
house heaters, for the most part, the util- 
ity has access to such information and 
it is a rela~ (Continued on page 243) 
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Kitchen 
Ventilating 
Systems 


Research study of four types 
of ventilating systems shows 
satisfactory results can be 
achieved with modern design 


BY H. J. HENSE 


American Gas Association Testing 
Laboratories 


ENTILATION of the kitchen as a 

medium of preventing excessive 
room temperature rise due to cooking 
techniques not only is practical but can 
be accomplished from an engineering 
point of view entirely within modern 
concepts of design, convenience and in- 
tegration of working areas. 

This conclusion, founded on a basic 
research study of four contemporary 
types of ventilating systems, is of par- 
ticular significance to the home owner 
and builder in view of the fact that 
residential building trends are in the di- 
rection of smaller, more tightly con- 
structed homes with compact kitchens. 
“Comfort” in the kitchen quite naturally 
follows as an important concern of the 
housewife. 

Fortunately successful control of tem- 
perature rise by means of ventilation is 
at the same time accompanied by almost 
complete removal of moisture produced 
by cooking. Consequently, the comfort 
factor is substantially heightened since 
humidity, or the amount of moisture in 
the air, often can cause more discomfort 
than temperature rise alone. Natural 
Ventilation in modern, tightly fabricated 
homes does not readily take care of these 
two by-products as a rule. This is par- 
ticularly true of moisture and the prob- 
lem it presents which sometimes becomes 
acute when kitchen and utility room ad- 
join each other, with washing and cook- 
ing operations carried on simultaneously. 
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Fig. 1—Dotted lines show how cabinet-type ventilating system picks up and disposes of heat and 
moisture. Exhaust blower may be built into middle cabinet structure over range if desired 


In investigating different types of 
ventilating systems experimentally set up 
for the purpose, engineers of the Ameri- 
can Gas Association Testing Labora- 
tories were successful in removing up 
to 70 per cent of the heat liberated by 
gas ranges in the test kitchens. Prac- 
tically all moisture produced by cooking 
was removed. Both were accomplished 
at reasonable rate of air withdrawal to 
the outside atmosphere. 

Two types of ventilating systems were 
found to produce very effective results. 
Both lend themselves to incorporation 
into modern kitchen design and cabinet 
construction. In both, air for withdrawal 
is picked up directly at the kitchen range. 
The familiar large canopy-type hood 
and the common wall-type system, often 
incorporating the fan directly in the wail 
opening, were also found to possess fea- 
tures which could be utilized in accom- 
plishing effective ventilation. 

The two most effective systems oper- 
ated equally well. Although results of 
the investigation pertaining to tempera- 
ture rise are directly applicable only to 
the particular kitchen in which the tests 
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were conducted due to such variables as 
size of kitchen, rate of natural air in- 
filtration and surrounding atmospheric 
conditions, it is believed that they estab- 
lish general design trends which can be 
applied in practice. Moisture removal 
does not present a serious design prob- 
lem, and it appears that simple varia- 
tions in the rate of air withdrawal of 
between 200 and 400 cubic feet per min- 
ute would take care of the temperature 
factor in a majority of installations with 
little or no change in cabinet structure 
necessary. 

Figure 1 shows an arrangement desig- 
nated as a cabinet type installation. The 
range is placed between two standard 
kitchen cabinets. The middle cabinet 
structure encloses the intake air open- 
ing of the ventilating system as desig- 
nated by the dotted lines. This opening 
is connected to duct work extending 
horizontally along the top of the cabinet 
assembly at ceiling level to the outside 
air. The exhaust blower may be incor- 
porated into the middle cabinet struc- 
ture if desired. 

Best results were obtained with the 

















air opening located approximately 30 
inches above the range. Placing it at 
higher levels permitted heat to be some- 
what diffused, while at lower levels 
some of the hot rising air from the gas 
range front burners was excluded. Es- 
sential dimensions of the middle cabinet 
structure are shown in Figure 2. It will 
be noted from this sketch that the en- 
tire possible air intake area above the 
range need not be employed, as a small 
opening sufficed. Its position to the 
front or rear was found to make little 
difference. In the case of a range with 
divided top burner sections on each side, 
such as illustrated, some increased eff- 
ciency was obtained by using two side 
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Fig. 2—Essential dimensions of cabinet-type 
system illustrated in photograph 
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Fig. 3—Laboratory set-up illustrating princi- 
ple of Rochester ventilating system 





openings over these burner sections, ap- 
proximately 8 by 121, inches in size. 
The principle of the second success- 
ful system tested is shown in Figure 3. 
This is known as the Rochester System. 
It differs from the first mainly in that 
the range oven and broiler are directly 
connected to the outlet duct for disposal 
of oven and broiler heat, moisture, 
grease and odor. In addition, a wall 
grill is located above the range for han- 
dling top section cooking operations. 
This grill opening was used with the 
regular cabinet structure opening en- 
tirely closed, acting as a collector of cook- 
ing products before entering the grill. 
With both systems it was found that 
cooking odors could not be entirely 


eliminated at practical rates of air with. 
drawal. However, odors were satisfac. 
torily confined to the kitchen in most in- 


stances. Inasmuch as many cooking 
odors are desirable, this characteristic js 
not considered a serious handicap. As 
is readily seen, both systems employ 
cabinet arrangements which have de. 
cided possibilities and advantages in 
keeping with the appearance of the 
modern kitchen in addition to lending 
themselves to standardized assembly, 
Technical details of the investigations 
referred to above are contained in Do. 
mestic Gas Research Bulletin No. 40 of 
the American Gas Association Testing Lab. 
oratories, entitled ““A Study of Various 
Methods of Kitchen Ventilation,” 1946, 


F. P. C. Natural Gas Investigation Continues 
With Charleston Hearing 


T Charleston, West Virginia in the 
House of Delegates of the State Cap- 
itol about sixty-five witnesses gave testi- 
mony for nine days in a continuation of the 
seventh hearing of the Federal Power Com- 
mission's investigation of the natural gas 
industry. About fifty delegates from the 
industry, the coal, labor and railroad inter- 
ests, and from Federal, State and City ad- 
ministrations made up the audience. Pre- 
sentments and testimony were given from 
the states of West Virginia, Pennsylvania, 
Ohio, New York, Georgia, Kentucky and 
Virginia. 

The hearing was characterized by a 
further demand on the part of the gov- 
ernors of various states, and the State reg- 
ulatory commissions, for no further en- 
croachment of Federal agencies into mat- 
ters of production, gathering, conservation 
or “end use” of natural gas. 

Many of the witnesses were industrialists 
from other industries from the various 
states who testified on the essentiality of 
natural gas as a fuel in their various plants 
and demanded that a constant supply be 
furnished to them with no restrictions on 
their choice of fuel. 

More than half of the witnesses were 
from various industries, with the remaining 
representing state and municipal adminis- 
trations. 

For the industry, Ernest E. Roth, petro- 
leum geologist of the Columbia Engineer- 
ing Corporation, gave testimony on the gas 
reserves of the Appalachian region. He in- 
dicated that the Appalachian area used 
about fourteen per cent of the nation’s total 
consumption in 1943 and had about 3.5 per 
cent of its reserves, or about five trillion 
cubic feet. 

Governor Clarence Meadows of West 
Virginia made a statement for that state in 
which he said: “. . . . While the people of 
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West Virginia do not need the gas pro- 
duced in other states because of the ample 
quantity and superior quality of that pro- 
duced in their own, they gladly grant and 
actively aid in the establishment and opera- 
tion through their own state of pipelines 
for the transportation of gas produced in 
other states and to convey to markets be- 
yond our borders any excess of gas above 
our needs. We would, if it is possible, and 
it has not been shown that it is not pos- 
sible, prefer to supply the needs of our 
state with gas produced in our own state 
delivered through our own lines, before 
any of that gas shall be mingled either in 
fact or in law with gas in interstate ship- 
ment in interstate lines. We see, in any 
other practice, the unwelcome tendency of 
encroachment by the Federal Government 
upon the inherent, sacred and constitutional 
right of West Virginia to administer the 
government of her internal and intrastate 
affairs under her own laws. .... % 
Governor Willis of Kentucky had this to 
say: “In order to avoid repetition, I may 
say that my views are in substantial agree- 
ment with the statement made by Governor 
Kerr of Oklahoma. Fundamentally, the con- 
servation of natural gas, like that of other 
resources, is a function of the states. The 
federal government may help in many ways, 
but the main work should be done by the 
State agencies. In my judgment, the federal 
activities should be restricted to the legiti- 
mate regulation of interstate commerce in 
natural gas, and leave the state absolutely 
responsible for all other activities in te 
gard to it. The opposition to the original 
Natural Gas Act was predicated on a vety 
reasonable apprehension that it was but a 
first step toward federalization of the indus- 
try. Subsequent events have not dissipated 
the apprehension. The trend in that direc 
tion should be arrested at once, and the ex- 
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clusive jurisdiction of the State recognized 
and respected. .... ‘g 

A statement by Governor Edward Martin 
of Pennsylvania included the following: 
“We feel that this record should contain a 
specific statement that the Commonwealth 
of Pennsylvania has entirely adequate 
power and authority to regulate and con- 
trol of the various aspects of the gas indus- 
try within its borders and that no regula- 
tion by the Federal Power Commission or 
any other federal agency is necessary to 
protect the interests of Pennsylvania citi- 
zens. 

“The state of Pennsylvania is able to 
make immediate and economic disposal of 
all gas produced and no gas is wasted. 
Therefore, no necessity appears for any 
outside authority to assume jurisdiction for 
the purpose of preventing wastage of gas. 

“Assumption of jurisdiction by such an 
authority regulating natural gas matters 
alone would be uneconomic, since in Penn- 
sylvania not only natural gas but coal and 
oil are produced in large quantities and 
such regulation of the end use of any one 
of these products will disturb the natural 
balance of the Pennsylvania economy.” 

The hearing concluded on April 11 and 
will be resumed in Washington on June 17. 


Rate Engineers Meet 


EADING rate engineers of the gas utility 
industry were in attendance at the two- 
day conference of the Rate Committee of the 
American Gas Association, held at A. G. A. 
Headquarters on March 14 and 15. L. R. 
Lefferson, Ebasco Services Incorporated, 
Chairman of the Committee, presided at meet- 
ings at which current rate problems were dis- 
cussed. 
Walter E. Caine, director, A. G. A. Sta- 
tistical Bureau, reported on cooperation of 
the Association with the U. S. Bureau of La- 


bor Statistics in the computation of typical 
gas bills. Other matters discussed included 
rate bases and allowable rates of return; rate 
practices in connection with interruptible 
(natural) gas service and bi-monthly billing. 

Other subjects reviewed were fuel clauses; 
space heating; payment incentive provisions 
in rate schedules; rates for multiple dwell- 
ings and housing projects; Federal and State 





regulations; load characteristics; 
gate rate forms. 

Subcommittees have been studying some of 
these subjects and have made preliminary re- 
ports. Chairman Lefferson was authorized 
to appoint subcommittees on subjects intro- 
duced at this meeting. It is hoped that these 
studies will result in reports to be issued 
later this year. 


and city 


Interest Centers on Charles A. Munroe Award 


ITH the return of the gas utility in- 

dustry to full peace-time activities, 
proposals for considerations for the Charles 
A. Munroe Award of the American Gas As- 
sociation, are expected to cover a widely- 
diversified field of accomplishments, Clifford 
E. Paige, chairman of the Award Committee, 
and president of The Brooklyn Union Gas 
Company, declared April 8. 

Mr. Paige pointed out that in past years 
the award had been bestowed for outstanding 
developments in refrigeration, labor-saving, 
accounting, rate making, dealer cooperation, 
sales expansion, research, system change- 
overs, public relations, scientific develop- 
ments in gas measurement, gas compressors, 
promotion of national advertising and many 
other fields of endeavor. 

The basis of the Charles A. Munroe 
Award, which comprises an engraved certifi- 
cate and a substantial cash award, is the 
value of a contribution to the advancement 
of the gas industry judged on its own merits 
and without regard to the occupational stand- 
ing of the candidate. Awards have been 
made to engineers, accountants, plant engi- 
neers and other industry employees who 
never sought recognition or glory. National 
or industry-wide fame in no way is a requi- 
site for consideration, Mr. Paige stated. 

Applications for consideration by the 
Award Committee may be submitted at any 


time to the American Gas Association Head- 
quarters until August 1, 1946. No applica- 
tions received after that date will be con- 
sidered. 

Reconversion and postwar planning of the 
gas utility industry have brought many valu- 
able innovations and improvements. Indi- 
vidual and company members are urged to 
bring these contributions to the attention of 
the Award Committee. The Charles A. 
Munroe Award confers a distinguished honor 
and any one who has contributed valuably to 
the advancement of the gas industry's welfare 
is an eligible candidate for it. 


Plans Large Pipeline 


ITIES Service Gas Co. plans to construct 

a $25,000,000 pipeline from Kansas 
City to the Hugoton natural gas. field in 
Western Kansas in 1947, according to an 
Associated Press dispatch dated April 13. 

S. B. Irelan, of Oklahoma City, president 
of the company, announced that the 26-inch 
line, 405 miles long, would be the largest 
project ever undertaken by the firm. 

The line will deliver 290,000,000 cubic 
feet of gas a day to the Kansas City area, in- 
creasing the total volume about 50 per cent 
on peak delivery days, the company reported. 








Meeting of Rate Committee of the American Gas Association, held March 14-15 at A. G. A. headquarters. Pictured here are, seated, left to right: 

5.5. Mason, Washington Gas Light Co.; N. E. French, Equitable Gas Co.; F. C. Beck, United Gas Pipe Line Co.; L. R. Lefferson, chairman, Ebasco 

Services Inc.; Kurwin R. Boyes, Secretary, American Gas Association; C. S. Reed, Duke Power Co. Standing: Robb Quinby, The Brooklyn Union 

Gas Co.; A. 1. Phillips, New York, N. Y.; W.T. Bauer, Petroleum Advisers, Inc.; F. M. Terry, Consolidated Edison. Co. of New York; R. M. 

Fouse, Consolidated Edison Co. of New York; R. M. Keeney, The Connecticut Light & Power Co.; E. P. Kramer, Ebasco Services Inc.; R. E. Kel- 

ler, Ebasco Services Inc.; B. P. Dahlstrom, Public Service Electric & Gas Co.; C. L. Follmer, Consolidated Gas Electric Light & Power Co. of Balti- 
more; E. N. Strait, Public Utility Engineering & Service Corp.; 1. L. Craig, Philadelphia Electric Co. 
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I. B. R. Installation Guides 


| Reger tnoremany the splendid program of 
educational installation guides for heat- 
ing men, the Institute of Boiler and Radiator 
Manufacturers has just announced the release 
of Guide No. 2, “One-Pipe Steam Heating 
Systems,’” and Guide No. 3, “Indirect Water 
Heaters.” The first guide was published a 
year ago and covered one-pipe forced circu- 
lation hot water heating systems for small 
residences. 

These guides are prepared in simplified 
form for the guidance of estimators and in- 
stallers. The methods suggested are a direct 
outgrowth of the research program in the 
I.B.R. Research Home at the University of 
Illinois. This program was initiated in 1940 
for the purpose of determining how to pro- 
vide maximum indoor comfort at a minimum 
cost of installation. It is felt that these 
guides represent authentic and sound prac- 
tices which can be adopted with confidence 
by builders, architects and heating men. 

Equipment is not covered in detail in the 
“Guide to One-Pipe Steam Heating Sys- 


New Mixed Gas Study 


XTENSION of recently completed 

mixed gas research studies on inter- 
changeability of other fuel gases with nat- 
ural gases to include manufactured gas as 
base load has been undertaken by the 
American Gas Association Testing Labora- 
tories. This project is sponsored by the Gas 
Production Research Committee of which 
P. T. Dashiell, vice-president in charge of 
production, The Philadelphia Gas Works 
Co., is chairman and Edwin L. Hall is sec- 
retary-coordinator. It is under the super- 
vision of a new Technical Advisory Com- 
mittee on Mixed Gas Research. 

The first meeting of the new advisory 
committee was held at the Laboratories in 
Cleveland on April 2. J. A. Anthes, The 
Brooklyn Union Gas Co., was elected chair- 
man. 

A desk study and survey trip as a pre- 
liminary phase of the investigation was ap- 
proved by the committee. This will include 
consideration of empirical interchange in- 
dices for base natural gases, presented in 
Bulletin No. 36, “Interchangeability of 
Other Fuel Gases with Natural Gases,” for 
possible application to base manufactured 
gases. 

As a further preliminary, a survey of 
representative manufactured gas companies 
to secure first-hand information on actual 
operating problems encountered by them 
in mixing gases was approved. Procedures 
for producing and mixing gases, methods 
of gas analysis, types of critical appliances 
in general use and practices followed in ad- 
justment of appliances will be studied. 

As correct gas analyses are essential in 
obtaining reliable interchangeability in- 
dices, much attention will be directed dur- 
ing the investigation to methods and tech- 


tems,” although suggested arrangements for 
controls are briefly indicated. Boiler sizes 
are determined through the net I.B.R. rat- 
ings, which may cause some difficulty in re- 
gard to gas equipment, since gas boilers are 
catalogued in terms of A. G. A. rating. 

No differentiation is made in the guides in 
selecting boiler sizes in reference to the vari- 
ous fuels. Consequently, the same proce- 
dures are used, a step which has been sug- 
gested on other occasions. 

In both Guide No. 2 on Steam Heat and 
Guide No. 3 on Indirect Water Heaters, dia- 
grams are shown for summer-winter hook- 
ups in which the connections are made to 
top and bottom tappings. It has been gen- 
eral gas industry practice to make connec- 
tions through the side tappings in order to 
secure more total useable hot water and with 
better temperature distribution. The side 
tappings also obviate use of the non-bypass 
tee. 

These guides are available at 25 cents each 
from the Institute of Boiler and Radiator 
Manufacturers, 60 East 42nd Street, New 
York, N. Y. 


Undertaken 


niques used in gas analyses. Consideration 
will also be given to the possible use of a 
test burner or other means for obtaining 
factors used in the interchangeability equa- 
tions without necessity of knowing ac- 
curately the complete gas analyses. 
Members of the new Technical Advisory 
group besides Mr. Anthes are: W. E. 
Churchill, Boston Consolidated Gas Co.; 
W. R. Fraser, Michigan Consolidated Gas 
Co., Detroit; F. E. Vandaveer, East Ohio 
Gas Company, Cleveland; and C. C. Win- 
terstein, Philadelphia Gas Works Company. 


Otiluury 





PAUL C. WHITE, vice-president and chief 
engineer of the Commonwealth Gas Corpora- 
tion, Charleston, W. Virginia, passed away 
on April 8 at the Arlington Hospital, Arling- 
ton, Virginia. Mr. White was thirty-eight 
years of age. 

As head of the Natural Gas Resources‘and 
Reserves Section, Mr. White served with the 
Federal Power Commission, and had been 
with the Arkansas Department of Public Util- 
ities, Little Rock, Ark., as senior engineer. In 
addition to this, he was a member of the Gas 
Resources Research Committee of the Ameri- 
can Gas Association. 

Surviving Mr. White are his widow and 
two children, Frances and Michael White; 
his mother, Mrs. Jessie White, of Caddo Gap, 
Ark., and a brother, James F. White of Mar- 
shall, Ill. 
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LP-Gas Articles 


ISTED in the March MONTHLY under 
the title ““LP-Gas for the Manufactured 

Gas Industry’’ was a bibliography on recent 
material thought to be helpful to those inter. 
ested in the use of liquefied petroleum gases 
by manufactured gas companies. Other arti. 
cles not included in the first list are as fol. 
lows: 

American Gas Journal, February, 1946—p. 
Air and Manufactured Gas Mixtures by 
David W. Price. 

American Gas Journal, February, 1946—Lp 
Gas-Air and Manufactured Gas Mixtures by 
Warren E. Churchill. 

Gas, December, 1945—Change-over Methods 
and Practices in Adjusting Appliances for 
the Utilization of Higher B.t.u. Gas. 

American Gas Journal, December, 1945—[p 
Gases in Water Gas Production. 

American Gas Journal, December, 1945—The 
Relation of LP Gas to the Manufactured 
Gas Industry by Francis E. Drake. 

American Gas Journal, November 1945~— 
Conversion from Coal Gas to 100% Pro- 
pane-Air Gas by H. K. Seeley. 

Gas, September, 1945—Use of Liquefied Pe. 
troleum Gases by F. H. Andrews. 

American Gas Journal, August, 1945—Uti- 
lization of Liquid Petroleum Gases Replac- 
ing Manufactured Gas by E. G. Boyer. 

Gas, April, 1945—Versatility of LP Gas asa 
Substitute Fuel by John Campbell. 

Gas, April, 1945—Liquefied Petroleum Gas 
as a Standby Fuel by K. B. Anderson. 

Gas, April, 1945—Utility Operation of Iso- 
lated Butane Systems by K. B. Anderson. 


U.N. Eats 


LTHOUGH in temporary quarters at 
Hunter College, Bronx, New York 
City, the delegates of the United Nations or- 
ganization are having a taste of the finest 
food that can be provided anywhere in the 
world. Cooked on modern gas-fired equip- 
ment in the college cafeteria kitchen, the dele- 
gates may have their choice of good American 
food, or a national dish of their home country. 
Chef Eykelhoff, who has cooked in Africa, 
India, England and Belgium, and has won 
fifteen prizes at annual hotel expositions, is 
taking on the gigantic task of providing a 
fifty-one dish menu to delight the palates of 
the delegates. No matter what corner of the 
world a delegate is from, he can find a famil- 
iar dish. If from Brazil, he will be tempted 
by empada de camarao, a pie containing 
shrimp, small olives, mushrooms, onions, 
spices and hard boiled eggs. Other countries 
are represented in no less elaborate dishes as 
bambya bourani from Egypt, tournedos a la 
bernaise from France; Poland offers bijos, 
and cotleki eze seliodki is a Russian contribu- 
tion. Still other dishes on the menu come 
from Mexico, the Netherlands, the United 
Kingdom and topped off with roast turkey 
and all the trimmings for the U. S. 
Everything is cooked by gas, which knows 
no language barrier, cooked to a tasty tum 
on ultra modern equipment that will do a 
perfect job in any tongue. 
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Canadian Convention 
June 19-21 


DVANCE registration for the thirty-ninth 
sie convention of the Canadian Gas 
Association which takes place June 19-21 at 
the Hotel Manoir Richelieu, Murray Bay, 
Quebec, indicates great interest in this affair. 
A comprehensive program is being prepared 
under the direction of R. M. Perkins, chair- 
man, Program Committee, and A. J. Strain, 
chairman, Entertainment Committee. J. D. 
yon Maur, of Toronto, president of the Asso- 
cation, will preside. 

Among the prominent speakers who will 
address the convention are: Edward J. Tucker, 
vice-president and general manager, Consum- 
ers Gas Co. of Toronto, on ‘Wartime Accom- 
plishments of the Canadian Gas Industry”; 
s, B. Severson, president, Dominion Natural 
Gas Co., Buffalo, on “Appliance Standardiza- 
tion”; H. D. Lehman, The Philadelphia Gas 
Works Co., on “Gum Problems’’; Hall M. 
Henry, director, gas operations, Negea Service 
Corp., on “House Heating and Gas Industry 
Progress” ; P. W. Geldard and J. A. Morrison, 
both of Consumers Gas Co. of Toronto, on 
“House Heating Experiences” and B. C. Bliz- 
zatd, manager, LP-gas department, Imperial 
Oil Ltd., Toronto. 

Feature speaker at the annual banquet will 
be E. Carl Sorby, vice-president, George D. 
Roper Corp., one of the industry's most tal- 
ented showmen. Another special event will be 
a Question Box Hour during which questions 
submitted by delegates will be answered dur- 
ing the meeting. 

The popular boat trip is virtually booked to 
capacity, according to George W. Allen, ex- 
ecutive secretary of the Canadian association. 
All registrations and reservations for this trip 
should be addressed to Mr. Allen at 7 Astley 
Ave., Toronto 5, Ontario, Canada. 


Personnel Committee Meets 


HE Personnel Committee, of which Fred 

R. Rauch, vice-president, The Cincinnati 
Gas & Electric Company, is chairman, held a 
most successful meeting at the A. G. A. 
Testing Laboratories in Cleveland April 17 
which was attended by a number of invited 
industrial relations executives of gas com- 
panies in the Middle West as guests. 

Among the subjects discussed were super- 
visory training led by C. B. Boulet, director of 
personnel, Wisconsin Public Service Corp.; 
wage classifications of jobs led by W. N. 
Bissell, personnel manager, Niagara Hudson 
Power Company; handling superannuated 
employees by A. L. Colligan, Central Hudson 
Gas & Electric Corp.; selection tests led by 
A. R. Laney, Jr., Washington Gas Light 
Company; absenteeism; and contract negotia- 
tions. 

Following the all-day session, the commit- 
tee inspected the A. G. A. Testing Labora- 
tories with R. M. Conner and K. R. Knapp, 
director and assistant director, as guides. 
The next meeting of the Personnel Commit- 
tee will be held at Association Headquarters, 
May 17. 


ISSUE OF MAY 1946 


Southwest Personnel 
Executives Meet 


HE twelfth meeting of the American 

Gas Association Southwest Personnel 
Conference held at the Rice Hotei in Hous- 
ton, Texas, April 12, was well attended and 
the discussion of current employee relation 
matters most enlightening. In opening the 
meeting Chairman H. D. Carmouche, Hous- 
ton Pipe Line Co., outlined the topics sched- 
uled for discussion and briefly outlined their 
significance. 

J. C. Flanagan, vice-president United Gas 
Pipe Line Co., the originator of regional per- 
sonnel conferences, welcomed the group to 
Houston, stated its accomplishments  ex- 
ceeded anticipations and made _ interesting 
comments on current industrial relations de- 
velopments. Kurwin R. Boyes, secretary, 
American Gas Association, reviewed signifi- 
cant developments in other sections of the 
country. As usual each member present re- 
ported on developments which were dis- 
cussed in detail. 

A committee consisting of V. H. Lune- 
borg, Arkansas Natural Gas Corp., and H. F. 
Taylor, Oklahoma Natural Gas Corp., was 
appointed to arrange a joint meeting with 
the A. G. A. Midwest Personnel Conference 
at which an intensive course on the technique 
of contract negotiations will be conducted. 


Mid-West Association 
Holds Annual Meeting 


7’. C. DEANE, Central Electric and Gas 
Co., Sioux Falls, S. D., was elected 
president of the Mid-West Gas Association 
at the forty-first annual convention of that 
organization which took place April 8-10 at 
the Hotel St. Paul, St. Paul, Minnesota. 
Other officers were elected as follows: first 
vice-president—E. J. Otterbein, lowa-Illinois 
Gas and Electric Co., Davenport; second vice- 
president—A. C. Rathkey, Iowa Public Serv- 
ice Co., Waterloo; secretary-treasurer—R. B. 
Searing, Sioux City Gas and Electric Co., 
Sioux City, Iowa. 

A varied three-day program of timely im- 
portance attracted the largest attendance ever 
recorded by the mid-west organization. Burt 
R. Bay, president, Northern Natural Gas Co., 
and past chairman, A. G. A. Natural Gas De- 
partment, in his capacity as president, acted 
as presiding officer and delivered the presi- 
dent’s address at the opening general session. 
In all, three morning sessions were held as 
general meetings; at noon on each of the first 
two days the group ‘divided into three lunch- 
eon groups—operating, sales and accounting 
—and these groups continued in the after- 
noons as sectional meetings. 

H. Carl Wolf, managing director, Ameri- 
can Gas Association, was one of the feature 
speakers at the opening session. Other 
A. G. A. speakers included H. Vinton Potter, 
director, New Freedom Gas Kitchen pro- 
gram; and E. P. Noppel, chairman, Coordi- 
nating Committee on Research. 

Afhliated representatives to the A. G. A. 
were appointed as follows: Accounting Sec- 
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tion—A. B. C. Dilworth, Northern Natural 
Gas Co., Omaha; Industrial and Commercial 
Gas Section—B. H. Roberts, Minneapolis Gas 
Light Co.; Residential Gas Section—J. T. 
Schilling, Towa Power and Light Co., Des 
Moines; Manufacturers’ Section—H. R. 
Pierce, Sprague Meter Co., Davenport; Tech- 
nical Section—C. E. Mattingly, Minnesota 
Natural Gas Co., Worthington; and Person- 
nel Conference—Ed Hennek, Central Electric 
and Gas Co., Lincoln, Nebraska. 

The Mid-West association plans to hold its 
twenty-third Gas School and Conference 
jointly with the Engineering Extension De- 
partment of Iowa State College at Ames, 
Iowa, again this fall. 


Indiana Plans Strong 
Program for May 


Or: of the 
strongest pro- 
grams in the history 
of the Indiana Gas 
Association has been 
announced by the pro- 
gram committee for 
the thirty-sixth annual 
convention of that or- 
ganization which will 
be held at French Lick 
Springs Hotel, French 
Lick, Indiana, Thurs- 
day and Friday, May 
9-10. Herman G. 
Horstman, Public Service Co., of Indiana, 
Inc., Indianapolis, is president and Paul A. 
McLeod, of the same company, is secretary- 
treasurer. 

Within the framework of two morning ses- 
sions and a banquet, a number of the gas in- 
dustry’s most forward-looking speakers will 
deal with topics of national interest. The first 
morning's tentative program calls for the fol- 
lewing headliners: ‘New Problems—New 
Opportunities’ —H. Carl Wolf, managing di- 
rector, American Gas Association; “Trends in 
Utility Regulation’—Hon. Leroy E. Yoder, 
chairman, Public Service Commission of In- 
diana; and ‘Challenges to the Gas Industry” 
—Walter C. Beckjord, president, Cincinnati 
Gas and Electric Company. 

The second day’s schedule includes: “Au- 
tomatically Yours’—E. Carl Sorby, vice-presi- 
dent, George D. Roper Corp., Rockford; 
“Looking Ahead in Personnel Relations’ — 
Howard Dirks, personnel manager, Perfect 
Circle Co., Hagerstown, Ind.; ‘The Gas Busi- 
ness—Its Future’—Frank C. Smith, presi- 
dent, Houston Natural Gas Corp.; and 
“What About Us in Indiana?”—F. B. Cul- 
ley, vice-president, Southern Indiana Gas and 
Electric Co., Evansville. Committee reports 
and election of officers will round out the 
business sessions. 

A special feature at the banquet Thursday 
evening will be an address “Old Diplomacy 
and The New Bomb” by Dr. Louis M. Sears, 
professor of history, Purdue University. Ex- 
tracurricular activities include entertainment 
for the ladies and golf for the men. 





H. G. Horstman 











A.S.T.M. Gets New Home 


HORTLY after May 1, 1946, the Ameri- 
can Society for Testing Materials which 
for a number of years has had its headquar- 
ters at 260 S. Broad St., Philadelphia 2, Pa., 
will occupy its permanent headquarters build- 
ing at 1916 Race St., Philadelphia 3, Pa. 
The technical work in which A.S.T.M. since 
1898 has concentrated its activities, namely, 
the development of standard specifications and 
tests for materials and the promotion of 
knowledge of properties of materials through 
research, has necessitated a considerable ex- 
pansion of the headquarters group. 
The new telephone number will be RITten- 
house 5315. 


Maryland Utilities 
Elect Ritenour 


UBLIC relations 
as a philosophy of 
management was the 
theme of the annual 
spring conference of 
the Maryland Utilities 
Association held in 
Baltimore, April 12, 
- which attracted more 
than 350 representa- 
tives of gas, electric 
and transportation 





companies. 

Otis H. Ritenour, 
comptroller, Wash- 
ington Gas Light Co., and past chairman of 
the A. G. A. Accounting Section, was elected 
president for the new term. Other officers 


O. H. Ritenour 


were named as follows: vice-president— 
Charles P. Crane, executive vice-president, 
Consolidated Gas Electric Light and Power 
Co. of Baltimore; treasurer—J. Carl Fisher, 
manager, general service, Consolidated Gas 
Electric Light and Power Co. of Baltimore; 


and secretary—-Raymond C. Brehaut, mana- 
ger, suburban companies, Washington Gas 
Light Company. 

Among the speakers who handled various 
aspects of public relations were: Francis X. 
Welch, managing editor, Public Utilities 


Fortnightly; Dr. J. L. Knipe, Opinion Re- 
search Corp.; Peter L. Schauble, vice-presi- 
dent, Bell Telephone Co. of Pennsylvania; 
and George F. Meredith, National Associa- 
tion of Manufacturers. Everett J. Boothby, 
president of the American Gas Association, 
presented the greetings of that organization. 
The dinner address was delivered by Elmer 
Wheeler, president, Tested Selling Institute 
of New York City. 


Midwest Industrial Gas 


Council Meets 
: WELL-ATTENDED meeting of the Mid- 


west Industrial Gas Council was held at 
the LaSalle Hotel in Chicago, on April 12. 
James Kniveton, engineering consultant, Selas 
Corporation of America, presented a paper on 
“Tailored Gas Heat Applications’’ which was 
well received. He was followed by R. M. 
Buck, engineer, Industrial Division, The Bry- 
ant Heater Co., who spoke on “Gas Firing 
Techniques for Immersion Heating.” R. D. 
Baker and J. D. Brolin, from the Chicago 
Technical Service Department, of The Sher- 
win-Williams Co., gave an interesting talk on 
“Modern Industrial Finishing Problems.” All 
speakers used illustrated slides to complement 
their remarks. 

The following officers were elected to serve 
for the coming year: H. F. Rehfeldt, chair- 
man, The Peoples Gas Light and Coke Co., 
Chicago, Ill.; G. W. Hathway, vice-chairman, 
Central Illinois Light Co., Peoria, Ill., P. F. 
Gibson, secretary-treasurer, Western United 
Gas & Electric Co., Aurora, III. 

The next meeting of the council will be 
held in October, details of which will be an- 


nounced at a later date. 





Officers of the Midwest Industrial Gas Council. L. to R.: P. F. Gibson, secretary-treasurer ; Vance 
Uhl meyer, retiring chairman; H.R. Rehfeldt, new chairman; and G. W. Hathway, vice-chairman 
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9-10 


10-11 


21-23 


22-23 
30-31 


3-5 


4-7 


10-12 


11-12 


18-21 


24-26 


24-28 


Convention 
Calendar 


MAY 

eA. G. A. Spring Executive Cop. 
ference, Cincinnati, Ohio 

eA. G. A. Natural Gas Department 
Annual Spring Meeting, Hotel Gib. 
son, Cincinnati, Ohio 

*Indiana Gas Association, Annual 
Meeting, French Lick Springs, Jp. 
diana. 

*Gas Meters Association of Florida. 
Georgia, General Oglethorpe Hotel 
Savannah, Ga. . 
*Pennsylvania Gas Association, 38th 
Annual Meeting, Galen Hall, Wer. 
nersville, Pa. 

*Natural Gas and Petroleum Asso. 
ciation of Canada, Windsor, Canada 
*Gas Appliance Manufacturers As. 
sociation Annual Meeting, Edgewa- 
ter Beach Hotel, Chicago, Ill. 


JUNE 


eA. G. A. Joint Production and 
Chemical Conference, Hotel Penp. 
sylvania, New York, N. Y. 

*The Institution of Gas Engineers, 
Annual Meeting, London. 

°A. G. A. Mid-West Personnel Con. 
ference, Kansas City, Mo. 

¢Public Utilities Advertising Asso- 
ciation, Atlantic City, N. J. 
*Gas Appliance Manufacturers As- 
sociation, Annual Meeting, Drake 
Hotel, Chicago, Ill. 

Canadian Gas Association, 39th 
Annual Convention, Manor Riche 
lieu Hotel, Murray Bay, Quebec 
eAmerican Home Economics Asso- 
ciation, Public Auditorium, Cleve- 
land, Ohio 

American Society for Testing Ma- 
terials, 49th Annual Meeting, Hotel 
Statler, Buffalo, N. Y. 


SEPTEMBER 


eAppalachian Gas Measurement 
Short Course, West Virginia Uni- 
versity, Morgantown, W. Va. 


OCTOBER 


Wk. of 7th *American Gas Association, 


2-6 


20-21 


28th Annual Convention and Exhi- 
bition, Atlantic City, N. J. 


DECEMBER 


eAmerican Society of Mechanical 
Engineers, Annual Meeting, Hotel 
Pennsylvania, New York, N. Y. 


1947 


MARCH 


*New England Gas Association, 
Boston, Mass. 
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E. F. EMBREE, Chairman 


Joint National Accounting 


AMIFICATIONS of the accounting sys- 
tems of the nation’s gas and electric 
utilities underwent a searching analysis at 
the annual Spring Conference held April 1-3 
at the Netherland Plaza Hotel, Cincinnati, 
Ohio. Sponsored jointly by the American 
Gas Association and the Edison Electric In- 
stitute, the three-day meeting attracted more 
than 600 registered delegates, representing 
virtually every part of the country. It was 
by all odds one of the most fruitful and sat- 
isfying in a series of meetings which is noted 
for its accomplishments. 

Under the able leadership and 
handling of A. G. A. Accounting Chairman 
Edwin F. Embree, New Haven Gas Light 
Co., and E. E. I. Accounting Chairman Har- 
old F. Scaff, Ebasco Services, Inc., the con- 
ference covered many problems of broad 
scope and individual interest. Within the 
framework of one general session, four par- 
allel group meetings, a series of committee 
workshops, and a dinner and luncheon were 
packed the reflections and working time of 
an entire network of committees in the gas 
and electric industries, all of whom con- 
tributed much to the success of the affair. 

The effectiveness of the working arrange- 
ment whereby the parallel problems of the 
gas and electric industries are tackled simul- 


smooth 


LEITH V. WATKINS, Vice-Chairman 


taneously was strongly emphasized during 
the meetings. Speaking at the opening gen- 
eral session, Chairman Embree said: “There 
is no question but that there is a definite 
need for these conferences and that they have 
been successful is evidenced by the increased 
attendance over the years since their begin- 
ning.” 

In the same vein, C. W. Kellogg, E. E. I. 
president, speaking at the dinner, praised the 
joint sessions where two competitive indus- 
tries combined to solve mutual problems and 
called it the epitome of democracy. Account- 
ants today enjoy an unprecedented position 
in industry, Mr. Kellogg said, because to- 
day’s big problems are accounting problems 
and their solution is of paramount concern 
to the utilities. 

The first speaker at the general session was 
Dr. Walter E. Spahr, Professor of Econom- 
ics, New York University, and executive 
vice-president and treasurer, Economists’ Na- 
tional Committee on Monetary Policy, who 
presented a vigorous denunciation of the na- 
tional fiscal policy since 1933, describing it 
as “‘little short of fiscal insanity.” 

Dr. Spahr offered the conference several 
remedies for what he termed a fiscal policy 
that treats government debt as prosperity 
and thrift as an anti-social act. These in- 


Key figures at the Cincinnati accounting conference: Left to right: Edwin F. Embree, New 
Haven, A. G. A. chairman; Herbert E. Cliff, Newark; Harold F. Scaff, E. E. 1. chairman; 
John A. Williams, Syracuse; Gladys Hanshaw, New York; and L. A. Mayo, Hartford 
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O. W. BREWER, Secretary 


Conference 


W. D. Virtue of Denver, co-chairman of the 
General Activities meeting 


John H. W. Roper of Washington, co-chair- 
man of the Customer Activities meeting 


E. N. Keller of Philadelphia, who described 


a new development in customer billing 














The Customer Activities Group-Meeting at the Conference 


cluded an overall fiscal plan, better organi- 
zation and staffing of congressional appro- 
priation committees, an annual audit by the 
Comptroller General of all government 
agencies and corporations, discontinuance of 
indefinite appropriations, balancing the fed- 
eral budget and, above all, a return to a 
gold coin standard in order to return to the 
public control over the public purse. 

Supplementing Dr. Spahr’s theme, Profes- 
sor Harry-G. Guthmann, School of Com- 
merce, Northwestern University, Chicago, 
pointed out the serious effect of the govern- 
ment’s fundamentally inflationary fiscal pol- 
icy upon the costs and values of regulated 
public utilities. He indicated his conviction 
that the rise in price level which has been 
experienced so far reflects only a portion of 
our wartime inflationary financing and that 
further increases lie ahead. 

An intelligent policy for the utility indus- 
try, Professor Guthmann concluded, would 
be to prepare for higher price level. He ad- 
vised: ‘Possible need for rate increases 
should receive the most careful analysis. 
Regulatory authorities should be kept aware 
of the hazard wherever rate reductions are 
being sought. The effects of varying degrees 
of price rise upon budgetary requirements 
should be projected and data kept available 
for planning against the inflationary contin- 
gency.” His address appears in full 
where in this issue of the MONTHLY. 

The concluding speaker at the general ses- 
sion, Claude Robinson, president, Opinion 
Research Corp., New York, outlined some 
of the trends of public opinion, as evidenced 
by the sampling technique, which are of 
special interest to public utilities. He em- 
phasized some widely held misconceptions, 
pointing out that large dollar figures of earn- 
ings are widely interpreted to mean large 
profit margins, and suggested that emphasis 


else- 


in financial reports should be placed on per- 
centage relations of earnings to investment 
rather than on amounts of gross and net 
loss. 

An attractive feature of the conference was 
the Tuesday evening dinner at which A. J. G. 
Priest, director of Americans United for 
World Government, and member of the law 
firm of Reid & Priest, gave a_ brilliant, 
thought-provoking address on ‘World Gov- 
ernment or Else.’ He pictured the tremen- 
dous danger inherent in the present world 
situation and advocated amendment of the 
United Nations’ charter to provide for world 
government, including a U.N. police organi- 
zation to prevent manufacture of atomic 
bombs. 

Also introduced at the dinner were Presi- 
dent Kellogg of E. E. I. and H. Carl Wolf, 


Francis T. Carmody of New York 
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A. G. A. managing director, who expressed 
the grectines of their respective organiza. 
tions. 

The entire second day of the conference, 
Tuesday, was devoted to separate meetings of 
the General Activities, Customer Activities, 
Materials and Supplies and Taxation Groups. 
Program for the final day, Wednesday, con- 
sisted of a series of committee-sponsored 
meetings at which formal papers were dis- 
cussed and a variety of individual problems 
explored. Following are brief reports of 
these meetings: 


General Activities Group 


One of the best-attended meetings of the 
entire conference, the General Activities 
Group sessions were conducted under the 


A. M. Hartogensis of New York 
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chairmanship of W. D. Virtue, Public Serv- 
ice Company of Colorado, Denver, and H. P. 
Taylor, Wisconsin Public Service Corp., Mil- 
waukee. 

First part of the Tuesday morning pro- 
gram consisted of the presentation of the 
following committee reports: a progress re- 
port of the E.E.I. Committee on Depreci- 
ation Accounting, read by H. C. Hasbrouck, 
E.E.I. accounting director, in the absence 
of Chairman A. W. Hastings and Vice-Chair- 
man A. G. Mitchell; a progressive report of 
the E.E.I. Committee on Application of 
Accounting Principles, read by H. H. Scaff 
for R. P. Kaesshaefer, chairman; and an oral 
report by A. M. Hartogensis, Ebasco Services 
Inc. chairman of a subcommittee of the two 
General Accounting Committees. The latter 
report concerned revisions proposed by the 


The General Activities Group Meeting at Cincinnati 


staff of the Wisconsin Public Service Com- 
mission in the operating expense group of 
the N.A.R.U.C.-F.P.C. uniform system of ac- 
counts which are now under consideration. 
At the same session, Norman D. Cann, tax 
consultant and formerly deputy commissioner 
of internal revenue at Washington, made an 
interesting talk on “Phases of Tax Admin- 
istration,” giving helpful suggestions for im- 
proving processes of assessing and collecting 
federal income taxes. He was critical of 
waste motion in the Bureau of Internal Rev- 
enue and called for centralization of author- 
ity and establishment as a separate depart- 
ment of the government so as to “eliminate 
too many hands in settling tax claims.” 
The next speaker, Francis T. Carmody, of 
the law firm of Leboeuf & Lamb, New York, 
reviewed recent decisions of courts and com- 


Claude Robinson, president, Opinion Research Corp., addressing the conference 
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missions, devoting most attention to two 
U. S. Supreme Court decisions dealing with 
the “‘original cost’’ concept of plant account- 
ing and its effect on property value in utility 
rate making. 

Concluding the morning session of the 
General Activities Group, Otto Gressens, 
vice-president and comptroller, Common- 
wealth Edison Co. of Chicago, presented a 
timely paper on “Functional Cost Accounting 
for Public Utilities” which was packed with 
information calculated to stimulate hard 
thinking on a subject now very much in the 
utility accounting limelight. 

At the afternoon session of the General 
Activities Group, four reports were offered 
by joint subcommittees of the two General 
Accounting Committees, and three by joint 
subcommittees of the Plant and Property 
Records Committees. 

A report on “Limitations of Cost Com- 
parisons” was given by O. K. Boyd, Consol- 
idated Gas Electric Light and Power Co. of 
Baltimore, in which he brought out clearly 
the fallacy of attempting to reach definite 
conclusions from intercompany _ statistical 
comparisons on a “per customer,” “per mile,”’ 
or similar yardstick without adequate inves- 
tigation and consideration of the many dif- 
ferences in company operating characteristics 
which affect such ratios. 

Basic features and requirements of a sat- 
isfactory payroll system under present com- 
plex conditions, and constructive suggestions 
regarding sound practice were described in a 
report by J. E. Jackson, Cleveland Electric 
Illuminating Co., chairman of the Subcom- 
mittee on General Accounting Methods. 

The Subcommittee on Accounting Ma- 
chine Developments reported progress in in- 
vestigating this subject. However, as stated 
by Alex Fraser, West Penn Power Co., Pitts- 














burgh, developments in this field have not 
materialized as rapidly as anticipated in the 
postwar period and it is too early to deter- 
mine the improvements and new applications 
which will be made available. 

On Wednesday morning, a well-attended 
meeting of the General Accounting Commit- 
tee was held at which W. C. Young, Public 
Service Electric and Gas Co., Newark, and 
A. W. Hatch, Ebasco Services Inc., New 
York, chairmen of the E. E.1. and A. G. A. 
Committees respectively, led a lively infor- 
mal discussion of many interesting questions 
submitted by committee members. 

The three subcommittee reports of the 
Plant and Property Records Committees 
given at the Tuesday afternoon sessions were: 
“Standard Costs,’ presented by A. N. Dur- 
and, Public Service Electric and Gas Co., 
Newark, N. J.; “Land and Land Rights” 
given by L. W. Robinson, Consumers Power 
Co., Jackson, Mich.; and “Retirement Units’’ 
read by A. A. Lipschutz, Philadelphia Elec- 
tric Company. The Wednesday meeting of 
these joint committees, held under the chair- 
manship of R. McClanahan, Middle West 
Service Co., Chicago, and A. L. Davies, West 
Penn Power Co., Pittsburgh, consisted largely 
of further discussion of these three subcom- 
mittee reports. Some particularly lively com- 
ment was aroused by the report on retire- 
ment units, some urging that the lists recom- 
mended by the N.A.R.U.C. and F.P.C. and 
used by most state regulatory commissions 
should be made shorter and more flexible; 
others defending the lists to which most util- 
ity plant accountants have now adjusted 
themselves. 


Customer Activities Group 

The Customer Activities Group, under the 
chairmanship of John H. W. Roper, Wash- 
ington Gas Light Co., and Frank W. Phelps, 
Union Electric Co. of Missouri, held a well- 
attended meeting on Tuesday morning and 
continued in the afternoon of the same day. 
The individual committees under this group 
held informal conferences on Wednesday 
morning. 

Following brief welcoming remarks, E. N. 
Keller, Philadelphia Electric Co., opened the 
formal program with a detailed account of 
“A New Development in Customer Billing” 
which he characterized as a ‘“‘unique coordi- 
nation” of billing and tabulating machine 
equipment. Following his presentation, which 
was illustrated with 67 lantern slides, Mr. 
Keller called upon representatives of com- 
panies supplying the machine equipment 
used, to answer questions on technical fea- 
tures. 

Keynote of a paper presented by L. J. 
Rauh, Consolidated Gas Electric Light and 
Power Co. of Baltimore, on ‘““An Approach to 
Collection Planning,” was how national and 
local economic statistics may be used to fore- 
cast and help determine a practicable delin- 
quent account procedure. He cautioned the 
industry about expanding collection efforts 
because of a downward turn in economic con- 
ditions, pointing out that delinquencies are 
likely to rise and uncollectibles increase from 


purely economic causes independent of col- 
lection action 

Highlight of this session and one of the 
outstanding features of the entire conference 
was the address entitled “Leadership and 
What It Takes” by Ralph L. Lee, General 
Motors Corporation, Detroit, which closed 
the morning session. A humorous, forceful 
and eloquent speaker, Mr. Lee commanded 
the rapt attention of his audience with a 
constructive and entertaining essay on the 
attributes of leadership and the shortcomings 


Dr. Walter E. Spahr of New York University 
speaking on national fiscal policy 


of human nature. At the conclusion of his 
talk, he received an ovation. 

Continuing the Customer Activities Group 
meeting on Tuesday afternoon, Paul E. Ew- 
ers, Michigan Consolidated Gas Co., Detroit, 
presented a report of a joint subcommittee 
of the A. G. A. and E. E. I. Customer Rela- 
tions committees entitled “A Customer Serv- 
ice Policy.” Mr. Ewers urged the industry 
to keep constantly abreast of the changes in 
customer attitude by broadening and extend- 
ing its services and outlined the desirable 
standards of an idealistic customer service 
policy. This paper made such an impression 
on Mr. Kellogg, E. E.I. president, that he 
voluntarily commended it from the floor. 

The remainder of the meeting was devoted 
to a panel discussion of the recent special 
joint report on customer activities and pro- 
cedures entitled “Customer Accounting Prac- 
tices and Policies.’’ This report, embodying 
the results of two years’ study and research 
by the special joint committee, consists of 
about 90 pages of concise data and comment 
covering every phase of customer accounting 
activities. 

H. E. Cliff, Public Service Electric and 
Gas Co., Newark, acted as chairman of the 
panel which included: W. A. Kelly, Con- 
solidated Gas Electric Light and Power Co. 
of Baltimore; J. A. Williams, Niagara Hud- 
son Power Corp., Syracuse; E. N. Keller, 
Philadelphia Electric Co.; and J. H. W. 
Roper, Washington Gas Light Company. Af- 
ter each member of the panel reviewed a sec- 
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tion of the report, bringing out important 
highlights, they answered questions from the 
audience. Among the subjects discussed 
were “Variations in Costs,” “The Merits of 
Stub, Punched Card, Register Sheet, and His. 
torical Ledger Records,” ‘‘Methods of Speed. 
ing up the Cashiering Operation,” “Unnec. 
essary Records,”’ etc. 

Individual joint committee meetings of the 
Customer Activities Group were held Wed. 
nesday as follows: Customer Accounting— 
Chairman: R. F. McGlone, The East Ohio 
Gas Co., Cleveland, and Tracy Fabian, The 
United Illuminating Co., Bridgeport, Conn.: 
Customer Collections—Chairman: H. F. Quad, 
Public Service Electric and Gas Co., New. 
ark, and W. A. Kelly, Consolidated Gas Elec. 
tric Light and Power Co. of Baltimore; and 
Customer Relations—Chairman: L. W. Sim. 
mons, Northern Indiana Public Service Co, 
Hammond, and W. E. Sturm, West Penp 
Power Co., Pittsburgh. 

The Customer Accounting meeting Wed- 
nesday opened with the presentation of a pa- 
per entitled “Status and Future of Bj. 
Monthly Billing’’ by F. E. Smith, Boston 
Edison Company, which was followed by 
lively discussion from the floor. During this 
discussion, Arthur Fyfe, Consolidated Edi- 
son Co. of New York, Inc., explained his 
company’s bi-monthly billing plan and com. 
mented on its customer acceptance. A sec- 
ond paper entitled ‘Methods of Control 
Bookkeeping’’ was read by Mr. Fabin, fol- 
lowing which various control problems were 
reviewed. The entire afternoon was devoted 
to informal discussion of a variety of sub- 
jects. 

At the joint meeting of the Customer Col- 
lections Committees no formal papers were 
presented, but there was spirited discussion 
and exchange on credit and collection prob- 
lems. 

The Customer Relations Committees lis- 
tened to a paper describing “A District 
Representative Plan’’ which is used by the 
Central Hudson Gas and Electric Co., Pough- 
keepsie and was presented by John R. Gard- 
ner of that company. The plan calls for all 
work involving entry into the customers 
premises or personal contact with customers 
in a given area to be performed by a single 
employee designated as a commercial repre- 
sentative—thus requiring a company’s terfi- 
tory to be divided into districts. It was 
agreed that the plan has merit and could ad- 
vantageously be adopted by many companies 
operating in widely scattered rural territor- 
ies. 

At this session Henry R. Flanegan, Phil- 
adelphia Electric Co., led an exchange of ex- 
periences with opinion sampling techniques 
under the title “Do We Really Know Our 
Customers?’ No written reports were of- 
fered but Mr. Flanegan stated that he had 
ccnducted a survey which indicated that rel- 
atively few companies now make any sys 
tematic effort to measure customer attitudes 
at reasonably frequent intervals. Those pres 
ent expressed considerable interest in the 
idea and it seems likely that the practice of 
“sampling’’ customer opinion will be more 
widely adopted in the future. 


AMERICAN GAS eUssocéaliom MONTHLY 








rtant 
1 the 
issed 


ng— 
Ohio 

The 
NN. ; 
uad, 
New- 
Elec. 


Materials and Supplies Meetings 


The Materials and Supplies Committees 
held joint sessions all day. Tuesday and Wed- 
nesday, and on Thursday went on an inspec- 
tion tour of the stores and purchasing fa- 
cilities of the Cincinnati Gas and Electric 
Company. All sessions were well attended 
and papers presented dealt largely with ad- 
ministrative aspects of storeroom operation 
and of the purchase of materials. 

The Tuesday morning session opened with 
welcoming remarks by the chairmen, G. B. 
Herr, The Peoples Natural Gas Company, 
Pittsburgh, and R. S. King, Union Electric 
Co. of Missouri, St. Louis, followed by in- 
formative reports on accounting for reels, 
drums and containers; accounting for main- 
tenance and spare parts held for use in pro- 
duction and transmission; and minor material 
accounting. These subjects were covered by 
the Purchasing and Stores Accounting Sub- 
committees under the capable leadership of 
D. M. Baker, The East Ohio Gas Co., and 
C. H. zur Nieden, Philadelphia Electric 
Company. 

At the afternoon session, H. G. Lawrence, 
Southern Counties Gas Co., and R. W. T. 
Purchase, Middle West Service Co., chair- 
men of the Purchasing Operations Subcom- 
mittees, presented two interesting papers cov- 
ering standardization trends, long-term buy- 
ing, purchasing agents functions-expediting, 
and transportation and traffic. After discus- 
sion, a meeting of the Stores Salvage Sub- 
committee was held and K. C. Campbell, 


Detroit Edison Co., who along with O. G. 
Peterson, New York State Electric and Gas 
Corp., presided, gave an able report on the 
“Economics of Salvaging as It Exists To- 
day.” 

The first half of the Wednesday morning 
session was in charge of L. G. Wisely, Mich- 
igan Consolidated Gas Co., and W.N. Holls, 
Consolidated Gas Electric Light and Power 
Co. of Baltimcre, chairmen of the Stores Op- 
erations Subcommittees, who discussed con- 
trol of non-standard and obsolete items; 
receiving materials for stock, including in- 
spection; and storage of poles, wood prod- 
ucts and pipe. The second half of this ses- 
sion was conducted by T. W. Ayton, Indian- 
apolis Power and Light Co., chairman, E. E. I. 
Stores Equipment and Building Subcommit- 
tee, in the absence of A. A. Charonnat, Pa- 
cific Gas and Electric Co., the A. G. A. 
chairman of this subcommittee. Mr. Ayton 
presented an informative report, including 
many illustrations, of various stores handling 
equipment. Workings of the stores handling 
equipment and warehouses of the Pacific Gas 
and Electric Co., described in a letter by Mr. 
Charonnat, were presented by Mr. Herr. 

Concluding the Wednesday meeting, the 
entire afternoon was devoted to a give-and- 
take exchange of experiences and problems 
under the joint chairmanship of Messrs. 
Herr and King. At least 25 delegates stayed 
over for the Thursday inspection trip of the 
stores and purchasing accounting facilities of 
the Cincinnati Gas and Electric Co., which 


proved educational and interesting. This trip 
was arranged by Paul D. Crary, purchasing 
agent of the Cincinnati utility. 


Taxation Committee Meetings 


The joint meetings of the A. G. A. and 
E.E.I. Taxation Accounting Committees, 
held Tuesday afternoon and Wednesday, af- 
forded excellent discussions of current tax 
problems of both the gas and electric indus- 
tries, particularly from the standpoint of as- 
certaining income and excess profits tax li- 
abilities of current and prior years. 

Fred W. Peters, Oklahoma Natural Gas 
Co., Tulsa, and R. M. Campbell, Consoli- 
dated Natural Gas Co., New York, led dis- 
cussions relating to the amount of relief al- 
lowable under Section 735 in determining 
Non-Taxable Income from Exempt Excess 
Output of Natural Gas Companies. Other 
problems largely peculiar to the natural gas 
industry were discussed with regard to pos- 
sibility of relief under Section 721; alloca- 
tion of general overheads, taxes and interest 
for depletion purposes; geological and geo- 
physical expense and exploratory drilling; 
and abandonment of non-producing leases 
and non-productive drilling. 

Following the presentation of a resume of 
Section 722 hearings before the Joint Com- 
mittee on Internal Revenue Taxation, led by 
Walter S. Alt, E. E. I. chairman, several com- 
mittee members discussed experiences relat- 
ing to Section 722 claims for relief. 


(Continued on page 244) 
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N. Y.-N. J. Conference Spotlights Sales 


¥ OCUSING the 
RT at ) Spire on S-day, 
which will soon be 
here and laying the 
groundwork for the 
intensive competition 
which will face the 
gas industry then, 
more than 150 gas 
company executives, 
sales managers, appli- 
ance manufacturers 
and others took part 
in the New York-New 
Jersey Sales Confer- 
ence at the Westchester Country Club, Rye, 
N. Y., on Thursday and Friday, April 11 and 
12. Under the sponsorship of the A. G. A. 
Residential Gas Section, the meeting covered 
salient aspects of domestic gas sales promotion. 

The program was under the direct‘on of 
J. J. Wholey, vice-president, The Rockland 
Gas Co., Spring Valley, IN. Y., chairman 
of the New York-New Jersey Council, who 
presided at the Thursday session. W. B. 
Hewson, The Brooklyn Union Gas Co., was 
master of ceremonies at the dinner, and 
C. A. Kennedy, New York and Richmond 
Gas Co., conducted the Friday session. Both 
are members of the council’s executive com- 
mittee in addition to W. D. Williams, Pub- 
lic Service Electric & Gas Company. 

J. P. Hanlan, sales manager, Public Serv- 
ice Electric and Gas Co., Newark, was 
honored by being elected chairman of the 
council for the coming year, thus again oc- 
cupying a position he held 20 years ago. 
Mr. Hanlan was chairman of the Commer- 
cial Section which sponsored the sales con- 
ference at Lake Mohonk in 1925 and is 
generally regarded as the “daddy” of these 
affairs. 

Mr. Hanlan will be assisted by Mr. Hew- 
son, who was elected vice-chairman, and 
the executive committee which includes 
two new members: Crosby Brezee, Queens 
Borough Gas and Electric Co., Hempstead, 
N. Y., and C. E. Muehlberg, Consolidated 
Edison Co. of New York, Inc. 

While H. Carl Wolf, managing director, 
American Gas Association, was the closing 
speaker he emphasized the five key words 
which dominated the conference, namely, 
Produce, Promote, Advertise, Research and 
Sell. Speaking on “Green Light Ahead,” 
Mr. Wolf outlined the tools for salesmen 
being forged under the comprehensive Re- 
search and Promotional Program, paying 


J. P. Hanlan 


particular attention to the newly-organized 
Promotion Bureau. He emphasized that 
this bureau is seeking a common sales de- 
nominator across the country which could 
be utilized effectively in every community. 

Opening speaker was James W. Car- 
penter, vice-president, Long Island Lighting 
Co., Mineola, who delivered a stimulating 
address on the topic From the Foot of the 
Rainbow.” His theme was that the postwar 
wonder world with its tremendous demand 
market would fade rapidly after normal ap- 
pliance production began and there would 


cooking. Contrary to general belief, where 
customers have modern gas ranges surveys 
show a decided preference for continued 
use of gas. The danger, he said, is in the 
large majority of gas ranges that are 10 
years old or older, and which cannot be 
compared favorably to modern competitive 
equipment. While paying tribute to the 
power of advertising, he concluded, the 
most powerful weapon we have at hand js 
that of demonstration. “You've got to show 
them, not just tell them,” he said. 

The first day’s session closed with an ad- 


Dinner meeting of the New York-New Jersey Sales Conference at Rye, N. Y. 


be strenuous competition for the consumer 
dollar. He exhorted the sales managers to 
take the offensive in building gas load and 
stressed the importance of thorough sales 
training. 

Representing the water heater manufac- 
turers, Frank McFerran, sales manager, 
Ruud Manufacturing Co., Pittsburgh, told 
why “The Big Share of the Business Be- 
longs to Us.’ We have the equipment and 
the ideal fuel, he said, but the gas industry 
must be prepared to make correct recom- 
mendations to customers on sizing of auto- 
matic gas water heaters, and must be in a 
position to answer questions regarding use 
of hot water, temperature ranges, etc. He 
stressed the opportunity ex‘sting in the de- 
mand for automatic laundries, automatic 
dish-washers, additional bathrooms and 
other facilities needing hot water. 

Turning to the domestic cooking market, 
Charles W. Kimball, sales promotion man- 
ager, Cribben and Sexton Co., Chicago, ef- 
fectively torpedoed some national surveys 
which have indicated a trend to electric 
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dress by Harold Massey, assistant manag- 
ing director, Gas Appliance Manufacturers 
Association, in which he reviewed the work 
of the A. G. A. Testing Laboratories and 
the evolutionary changes in gas appliance 
manufacture. He pictured the steps through 
which appliances must go to get A. G. A. 
approval, cited some divergent views as to 
the extent of requirements, but concluded 
that the principle of laboratory approval 
has been extremely effective and is here to 
stay. 

Following the Friendship Room gather- 
ing, sponsored by appliance manufacturers’ 
representatives, a conference dinner heard a 
feature address by Harry Simmons, Sales 
Executive Club of New York, entitled, 
“Peacetime Challenges to Management.” 
The dinner meeting closed with the award- 
ing of golf prizes to winners of the after- 
noon tournament. 

H. W. Nichols, assistant treasurer, Roch- 
ester Gas and Electric Corp., and chairman, 
A. G. A. Appliance Financing Committee, 
inaugurated the second day's session by 
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telling his audience how “We Must Make 
It Easy to Buy.” He reviewed the financing 
plans of his own company and outlined the 
program of the Appliance Financing Com- 
mittee. The latter includes the preparation 
of a printed report containing full informa- 
tion on financing plans available to the gas 
industry from national financing institu- 
tions. 

The next speaker, H. S. Christman, sales 
manager, The Philadelphia Gas Works Co., 
and chairman, A. G. A. Committee on 
Dealer Relations, presented a valuable re- 
port on the subject, “What Price Dealer 
Participation?” This report is published in 
full elsewhere in this issue of the MONTHLY. 


The tremendous potentialities of the new 
home market were effectively highlighted 
by W. J. Grover, marketing director, Sur- 
face Combustion Corp., Toledo, whose com- 
pany has been in the forefront of a national 
home planning program for the gas indus- 
try. 

Mr. Grover estimated the present need as 
10 to 15 million new homes, or 34 per cent 
of all families in the U. S., and said three 
million would buy or build in the next 
three years. More than 50 per cent of the 
potential buyers want low-cost homes and 
30 per cent are willing to pay $6,000 to $10,- 
000, he said. 

Especially significant is the fact that more 
than one-third want gas heat, while 96 per 


Residential Committees 


EETINGS of four of the Residential 
Gas Section’s committees were held 
from a period of March 11 to 15, 1946. 


Refrigeration 


HE first meeting 

was that of the 
Refrigeration Com- 
mittee which was held 
in Evansville, Indi- 
ana on March 11 and 
12, with R. J. Van- 
dagriff, chairman, of 
the Laclede Gas Light 
Co., St. Louis, Mo., 
presiding. The meet- 
ing was _ particularly 
well attended and 
those present had an 
opportunity to review 
the new line of gas refrigerators and to make 
suggestions regarding the new models. 

It was decided at the meeting that the Re- 
frigeration Sales Promotion Planbook be 
held in abeyance until the late Fall when the 
new model would be put into production. It 
was further decided that 2500 window dis- 
plays on gas refrigeration would be placed 
into production as soon as possible. The 
Servel Sales Seminars are being condensed 
into one Manual, including a Teacher's 
Script to be utilized in one-day schools. The 
gas refrigeration product training course was 
also discussed. Gas refrigeration production 
and distribution were reviewed at the meet- 
ing. 

The second day's session was devoted to a 
presentation by Servel of the relationship of 
the gas refrigerator to the New Freedom Gas 
Kitchen Program described in the A. G. A. 
Monthly, March (pp. 100-101) and in Servel 
News for April. 


R. ]. Vandagriff 


* * * 5 ca 
House Heating and Air Conditioning 


HE House Heating and Air Conditioning 
Committee met in Chicago on Wednesday, 
March 13, under the direction of Raymond 
Little, sales manager of the Equitable Gas 
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Company, chairman. At this meeting it was de- 
cided that the proposed “‘CP’’ House Heating 
Program for Winter 
Air Conditioning 
Equipment and its In- 
stallation should be 
postponed until a 
more opportune time. 

The committee de- 
cided to organize an 
interim program de- 
signed to sell the ar- 
chitect, the builder and 
the consumer on the 
merits of upgrading 
house heating equip- 
ment and its installa- 
tion. This program in- 
cludes the hiring of a program director, and 
the A. G. A. Promotional Bureau is being re- 
quested to provide the necessary funds, one- 
half of which are expected to be provided by 
the Gas Heating and Air Conditioning Com- 
mittee of G. A. M. A. 

A subcommittee was appointed to study 
the question of “CP” Requirements for 
Gravity Air, Gravity Water, Forced Water, 
Steam and Vapor Systems for Equipment and 
Installation. A Subcommittee on Summer 
Cooling is also in the process of being ap- 
pointed. 

A complete promotional program regard- 
ing the interim program is in the process of 
preparation and will be reviewed by the com- 
mittee at an early date. 


Raymond Little 


* * * 


Domestic Range 


HE Domestic Range Committee met in 

Chicago on March 14, with J. W. Lea, 
sales manager of the Atlantic Gas Light Com- 
pany, chairman, presiding. 

A number of important decisions were made 
at the meeting, including the publication of a 
plan approved by the majority of the gas com- 
panies in New England, relative to the in- 
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cent want automatic heat. Continuing, Mr. 
Grover quoted a survey of builders which 
revealed that 55 per cent preferred forced 
warm air heating systems and 86 per cent 
indicated an interest in radiant panel heat- 
ing. 

Calling attention to the Wyatt housing 
program of establishing centralized infor- 
mation centers, Mr. Grover said gas com- 
pany home planning bureaus are ideal 
mediums to carry out such a program. No 
other industry, he said, has the tools or the 
complete program. We must sell the New 
Freedom All-Gas Home, he concluded, as 
we cannot win by promoting the uses of 
gas separately. 


in Action 


stallation of modern gas appliances in schools 

and colleges. The committee reviewed the 

proposed new “CP” gas range requirements 

which have been sent to the Managing Com- 

mittee of the Residential Gas Section for 

their further review 

prior to final adoption 

by the “CP” Range 

Division of G.A.M.A. 

The “CP” Range 

Promotional Program 

was thoroughly  re- 

viewed and it was de- 

cided that the current 

“CP” range direct-mail 

campaign, now being 

carried on by the “CP” 

Range Division of 

G.A.M.A.,_ including 

trade paper ads in the 

dealer press, publicity 

releases and the ““CP”’ Dealer Promotional Kit, 

be continued. It was further decided that the 

“CP” news letter of G.A.M.A. be continued 

for the interim period, which is to be supple- 

mented by further material by the Domestic 

Range Committee at the opportune time. The 

current “CP” sound-slide film “Straight to your 

Heart” will be reviewed and modernized for 

use by gas companies in promoting the “CP” 
range program locally. 

The “CP” regional and state manager or- 
ganization is to be revived and gas company 
representatives appointed in each of the 48 
states. The program also calls for a series of 
8 regional “‘CP’’ meetings to. be held, at 
which time a “CP” promotional program 
will be presented by a G.A.M.A. field super- 
visor or a manufacturers’ representative. This 
program will be held on the first day of the 
two-day meetings, for the benefit of the 
“CP” regional manager. The second day will 
be devoted to a presentation of the program 
to the state managers in attendance. Promo- 
tional material including the “CP” film, the 
Audio-training Course, “CP” talks, advertise- 
ments, and other media are in the process of 
preparation and will be made available to 





Home Service Committee meeting at A. G. A. headquarters, New York, April 12, under the chairmanship of Mrs. Lillian Dunbar. A plan. of work 
discussed at this session includes the completion of a home service training booklet by Jeannette Campbell of Minneapolis and a home service ques. 
tionnaire to be compiled by Susan Mack of Boston. In the picture are, seated left to right: Julia Hunter, Lone Star Gas Co., Dallas, Texas; Ruth 
Soule, The Brooklyn Union Gas Co., Brooklyn, N. Y.; Mrs. Mary Belle Burnett, Cincinnati Gas & Electric Co., Cincinnati, Ohio; Mrs. Hulda 
Wells, The Ohio Fuel Gas Co., Columbus, Ohio; Mrs. Dunbar, Cambridge Gas Light Co., Cambridge, Mass., Chairman; Susan Mack, Boston 
Consolidated Gas Co., Boston, Mass.; Jessie McQueen, American Gas Association, New York, N. Y.; Anne McManus, East Ohio Gas Co., Cleve. 
land, Ohio; standing, left to right: Ruth Sheldon, Washington Gas Light Co., Washington, D. C.; Mrs. Mary N. Hall, Elizabethtown Consolidated 
Gas Co., Elizabeth, N. J. ; Joan Huck, A. G. A. Testing Laboratories, Cleveland, Ohio; Kathryn Barnes, Equitable Gas Co., Pittsburgh, Pa.; Clara 
Ridder, Servel, Inc., Evansville, Ind.; Jeannette Campbell, Minneapolis Gas Light Co., Minneapolis, Minn.; Mrs. Pauline Treisch, Tappan Stove 








Co., Mansfield, Ohio; Lucy Hanan, Consolidated Edison Co. of N. Y., Inc., New York, N. Y.; Dorothy O'Meara, Bridgeport Gas Light Co, 
Bridgeport, Conn.; Kathleen Atkinson, Providence Gas Company, Providence, R. I. 


the regional and state managers for assistance 
in local “CP” promotions. 

The preparation of a consumer booklet on 
the Advantages of Modern Gas Cookery in- 
cluding the care and use of gas ranges, and 
a Teacher's Manual on Gas Ranges, for use 
in schools and colleges, was discussed and a 
request is being made to the Promotional Bu- 
reau for financial assistance to underwrite 
this project. The “CP’’ Cookbook, success- 
fully utilized in the prewar era, is being re- 
vised and will include a reference to auto- 
matic cooking. A new complete Cookbook 
featuring automatic cooking is to be prepared 
when “CP” ranges are available in quantity. 

The “CP” Ranger Club, which was so suc- 
cessful in the prewar era in stimulating 
“CP” gas range sales, was discussed and it 
was unanimously decided that the club be 
revived at the most logical time. 


Dealer Relations 


MEETING of the 

Dealer Relations 
Committee was held in 
Chicago on March 15, 
and H. S. Christman, 
sales manager of the 
Philadelphia Gas 
Works Co., chairman, 
presided. 

The committee 
thoroughly discussed 
the subject of dealer 
participation. It was 
decided that a printed 
report on this subject 
would be made available to the gas industry, 
and to this end an information request will 
be sent to gas utility companies. The pro- 
posed committee report was further analyzed 


H. S. Christman 


- 


and it was decided that it should include the 
following: 

A.—A preamble designed to sell the idea 
of increased dealer relations and dealer par- 
ticipation to the gas industry. 

B.—A. G. A. Recommended Sales Policies, 
approved by the A. G. A. Executive Board 
on November 21, 1944—with a statement 


that they are subscribed to by the committee 
but are recommendations only, subject to 
local conditions and local interpretation. 

C.—A group of gas company dealer plans, 
including a brief summary of background of 
local conditions. 

D.—Committee recommendations regarding 
dealer relations. 


Pacific Coast Home Service Workshop 


HE second Home Service Workshop of 
the Pacific Coast Gas Association was 
held in San Francisco, March 6 and 7. Mrs. 
Cleo Filsinger, of the Pacific Gas & Electric 
Company, presided as chairman in a confer- 
ence attended by 30 home service women 
representing eight utility companies in Ore- 
gon, Washington, Utah, California and Brit- 
ish Columbia. 
R. L. Haydon, chairman of the Sales and 


Advertising Section of the P. C. G. A, & 
tended greetings and announced the plans of 
the Section as they affect home service par- 
ticipation. A round-table discussion of home 
service programs as conducted in the eight 
departments represented, brought out an ac 
tive program of work underway. 

Jean Mutch, of the British Columbia Elec- 
tric Railway Company, described their 15- 
minute daily radio program; Ruth Klumb, of 


Luncheon meeting at the Pacific Coast Home Service Workshop 
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the Seattle Gas Company, outlined plans for 
, Home Planners’ Institute; Mrs. Rita Cal- 
houn, of the Portland Gas & Coke Company, 
stressed many ways in which Portland cus- 
tomers are kept informed on gas equipment, 
such as: homemakers information center on 
the sales floor, Scandinavian recipes given 
out as part of the Scandinavian hour radio 
program, preparation of brides’ cookbooks 
for the services of “newcomers”; and “Wel- 
come Wagon.” 

Gladys Price, of the Southern California 
Gas Company, told of the Audio visual tools 
which have filled a wartime need and will 
continue to be used in brides’ classes and 
dub groups. She told of the good reception 
of newspaper columns prepared in the cen- 
tral office for use through the area and also 
about the programs in public schools on care 
and use of equipment. 

Kathryn Rathbone, of the Southern Coun- 
ties Gas Company in Los Angeles, stressed the 
importance of women’s club parties, a news- 
paper mat service, ‘““The Kitchen Counsel- 
lor,” new training booklets for home calls 
and a continuance of food preservation 
casses. Thelma Fahrenkrog, of the Coast 
Counties Gas Company in Santa Cruz, told 
of active dealer cooperation and described 
training classes for Girl Scouts. 

Marguerite Fenner, home service director 
of the Pacific Gas & Electric Company, em- 
phasized the 1946 program planned for work 
with dealers, such as store promotions, par- 
ticipation in dealer cooking schools, sales 
personnel training and kitchen demonstra- 
tions for dealer salesmen. 

Phyllis Snow, of the Mountain Fuel Sup- 
ply Company at Salt Lake, described the 
company auditorium in Salt Lake City and 
plans for new auditoriums in Ogden and 
Provo with her work centered around brides 
classes, classes for dealers and classes for 
new users. 

Other subjects discussed in the program 
included “School Kitchens and Homemaking 
laboratories,” and “Personalizing the New 
Freedom Gas Kitchen.” A symposium on 
the “Writing and Presentation of Recipes” 
was presented by a group of western home 
economists including Lou Richardson and 
Genevieve Callahan, food consultants, Emily 
Chase of Sunset Magazine, Carol Drake of 
Safeway Stores and Gladys Mason of Sperry 
Division of General Mills. The speakers for 
the two conference luncheons were Jessie 
McQueen, American Gas Association, with 
the subject “The Job of Home Service in 
1946” and Roy Frothingham, of Facts Con- 
solidated, on the subject of market research. 





Answer 


Here is the answer to the question 
asked on page 211 in reference to 
the two window displays staged by 
the Portland Gas & Coke Company. 
The one below, showing the gas range 
Opened up and the specific features 
carefully tagged, was easily the winner 
im attracting people. 
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Speakers on the Home Service Workshop Program, Galveston, Texas. Left to right: R. J. 
Canniff, Servel, Inc., Evansville, Indiana; Ellen Fletcher, Louisiana Power & Light Co., 
New Orleans, La.; Lenora O’Neal, Gulf States Utilities Co., Beaumont, Texas; Vivian Mar- 
shall, New Orleans Public Service Inc., New Orleans, La.; C. B. Wilson, New Orleans Pub- 
lic Service Inc., New Orleans, La.; M. H. North, Oklahoma Natural Gas Co., Tulsa, Okla.; 
Julia Hunter, Lone Star Gas Company, Dallas, Texas; Mrs. Winnell Simmons, Houston 
Natural Gas Co., Houston, Texas; H. Vinton. Potter, American Gas Association, New York, 
N. Y.; Mildred Clark, Oklahoma Natural Gas Co., Tulsa, Okla.; Jessie McQueen, American 
Gas Association, New York 


Southern Gas Home Service Workshop 


OR one day of the 35th Annual Conven- 

tion of the Southern Gas Association, the 
Home Service Group presented a program to 
representatives of home service departments 
ot the Southern companies. The meetings 
were well attended by sales managers and 
other executives interested in home service 
work. 

Vivian Marshall, of the New Orleans Pub- 
lic Service Inc., presided as chairman. The 
discussions and speakers included ‘Dealers 
are People’’ by Mildred Clark, Oklahoma Nat- 
ural Gas Company; “CP and Home Service,” 
by J. R. Guidorz, New Orleans Public Service 
Inc., with the paper presented by C. B. Wil- 
son; ‘Writing Techniques for Food and 
Household Information’’ by Wéinnell Sim- 
mons, of the Houston Natural Gas Company; 
and M. H. North, of the Oklahoma Natural 
Gas Company, who presented the subject 


“Winning the Welcome Mat for Gas Serv- 
ice. 

Four sketches of home calls were presented 
by four members of the home service depart- 
ment of the Lone Star Gas Company with in- 
troductions by Julia Hunter, the home service 
director. 

On the subject of demonstrations, Ellen 
Fletcher, of the Louisiana Power & Light 
Company, presented a sales-slanted demon- 
stration assisted by Mrs. Frances Fuchs, of the 
Gulf States Utilities at Baton Rouge. ““Dem- 
onstration Techniques’ were discussed by 
Leonora O'Neal, of the Gulf States Utilities 
Company in Beaumont, Texas. ‘Home Serv- 
ice—‘Know How’ in Kitchen Planning’ was 
presented by R. J. Canniff of Servel, Incorpo- 
rated. At the general luncheon meeting, Jessie 
McQueen, of the American Gas Association, 
discussed “Home Service Highlights.’ 





Grand Vice-President 


B. CAMERON has been elected vice- 

. president and sales manager of the 
Grand Home Appliance Co. of Cleveland, 
according to an announcement made _ by 
James Mitchell, president. Mr. Cameron has 
been affiliated with Grand since June, 1944, 
and was made sales manager in October, 
1945. 


Bryant Names Habegger 


Advertising Manager 


YLE C. HARVEY, president, Bryant 

Heater Company, Cleveland, Ohio, an- 

nounces the appointment of O. Fred Habeg- 
ger as manager of advertising. 

A native of Pittsburgh, Mr. Habegger is a 
graduate of the University of Pittsburgh 
where he also pursued graduate studies in 
heating and air conditioning. 

Before joining Bryant, he was connected 
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with the sales departments of Standard Reg- 
ister, Dayton, and the Equitable Gas Com- 
pany of Pittsburgh. 


Cribben and Sexton 
Appoints Hillborn 


ILLIAM M. HILLBORN, for twenty 

years an executive of Sears, Roebuck 
and Company, has been appointed executive 
vice-president and director of Cribben and 
Sexton Co., effective April 1, according to 
George D. Wilkinson, president. 


Fleming Is Director 


AUL R. FLEMING, of Hartford, was 
elected a director of The Connecticut 
Light and Power Company at the annual 
stockholders’ meeting held in Hartford on 


March 20. Mr. Fleming, who is secretary 
and treasurer of the company, replaces 
George L. Shearer as director. Mr. Shearer 
died at his home in New York on March 19. 





Gadusteoal € Commercial Gas Seclion 


KARL EMMERLING, Vice-Chairman 





HARRY A. SUTTON, Chairman 


Toledo 





Conference Chairman Harry A. Sutton 


BY ARTHUR Q. SMITH 


American Gas Association 


HE A. G. A. Sales Conference on In- 
dustrial and Commercial Gas sponsored 
by the Industrial and Commercial Gas Sec- 
ticn, American Gas Association, was held 
at the Commodore Perry Hotel, Toledo, Ohio 
on Friday and Saturday, March 29 and 30. 
A new high in enthusiasm and interest was 
recorded by the 250 delegates from 21 states, 
Canada and the District of Columbia. 
Chairman Harry A. Sutton of the Indus- 
trial and Commercial Gas Section opened 
the sessions and was presiding officer on 
Friday and Saturday mornings. Karl Emmer- 
ling, vice-chairman of the section, presided 
at the Friday 
Being the 
not surprising that it should shatter prece- 
dents in respects. First, President 
E. J. Boothby’s appearance gave it the dis- 
tinction of being the only 


afternoon session. 
first postwar conference, it is 


several 


industrial and 
commercial spring conference ever addressed 
by an A. G. A. chief second, it 
was the first time the plastics industry had 
gained recognition on the program; 
third, the notable first 
when it inaugurated the Industrial and Com- 
mercial Hall of 

With the 


of presenting the 


executive; 


and, 
conference scored a 
Flame. 

exception of the recent custom 


Section’s past chairman 
with a gavel, 


when Harry 


which was continued this year 
K. Wrench received this token 





of Flame 
ever made for 


from Chairman Sutton, the Hall 
represents the only award 
service in the Industrial and Commercial Gas 
Section. All members of this exclusive so- 
ciety who were present at the conference re- 
ceived their certificates of life membership 
in the Hall of Flame at an impressive in- 
augural ceremony. As a symbol of service to 
the industry, this newly-established organi- 
zation is destined to grow in stature with 
the passing years. 

The first general session was opened -by 
Mr. Sutton who sounded the conference key- 
note when he reminded his audience of the 
many war-developed gas processes that will 
be adapted to present-day production. 


Growing Use of Prepared Atmospheres 


E. G. de director of research, 
Surface Combustion Corp., Toledo,  pre- 
sented the first paper entitled “The Grow- 
ing Use and Sales Importance of Prepared 
Atmospheres.’ As evidence of the 
widespread use of prepared atmospheres he 
stated that their use had increased by leaps 
and bounds, especially during the war years, 
to tens of millions of cubic feet per day. 
During this increased use both the quality 
and chemical constituents had been improved 
resulting in increased production rates and 
effectiveness of control. 

Mr. de Coriolis went on to describe the 


Coriolis, 


now 


a 


Grove Patterson, Editor, Toledo Blade 
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Conference Outstanding 


various applications of prepared atmospheres 
in prevention of surface decarburization, gas 
quenching and dry cyaniding and stated that 
the potentialities of prepared atmospheres 
will be realized by the gas engineer and 
place him in a position to recognize sales 
possibilities. 


Building Load with Water Heaters 
and Steam Boilers 


Swinging to the commercial aspects of the 
gas business, O. M. Olsen, Sellers Engineer. 
ing Co., Chicago, presented a most interest- 
ing paper on “Water Heaters and Steam 
Boilers—Load Builders for Commercial Gas” 
which was an inspiration to the commercial 
gas men. He pointed out that there was a 
golden opportunity to promote this gas load 
now as a result of an “‘equipment void” dur. 
ing the past five years. Mr. Olsen stressed 
the need of training specialized salesmen in 
the water heater and steam boiler field, point- 
ing out that it would be a big job to cover 
apartment buildings, hotels, restaurants, lunch 
counters, beauty parlors and a host of other 
applications. 

He also called on management to cooper- 
ate with the commercial gas sales engineer 
to give him a rate structure that will attract 
a year ‘round load, and to pay him what he 
earns. Mr. Olsen concluded with the thought 
that only through the closest cooperation be- 





A. G. A. Preside nt Everett J Boothby 
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tween the equipment manufacturer and the 
gas utilities can this market for gas be de- 
veloped. 


Dollar Scramble Confronting Us 


One of the most refreshing talks had little 
to do directly with gas, but its lesson on 
what we in the gas business might expect in 
the future were most ably given by Walter 
C. Ayers, of Brooke, Smith, French and 
Dorrance, Inc., an advertising agency of De- 
toit and New York. His warning to ‘‘Pre- 
pare for the Scramble for the Customers’ 
Dollar” was brought home to the audience 
iv a dynamic manner. 

Competition need not scare us, Mr. Ayers 
said, but it will be there, and it is up to the 
gas company sales engineers, both industrial 
and commercial, to work out their own ways 
and means to protect their present business 
| and to develop new business. He warned 
| them to gird for “the toughtest battle in the 
| history of business, for the greatest stakes in 
the history of business.” 





Advertising Paves the Way 


J. P. Leinroth, chairman, National Adver- 
tising Committee, Industrial and Commercial 
Gas Section, reviewed the present Section ad- 
vertising program wherein A. G. A. adver- 
tisements are appearing in 26 trade publica- 


tions covering 16 fields and in 37 college 


technical publications added to the program 
this year. 
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Mr. Leinroth stressed the importance of 
the continuing cooperation of industrial and 
commercial gas men in securing good case 
history material for use in our advertising. 
He also stated that the entire campaign was 
not based on case histories alone, but many 
of the advertisements are featuring a series 
of specific advantages of gas, such as con- 
trollability, speed, economy, flexibility, etc. 
Mr. Leinroth asked the gas men to note that 
each advertisement carries an invitation to 
the trade to get in touch with the local in- 
dustrial gas engineer or commercial gas rep- 
resentative for specific help in solving prob- 
lems involving heat in plant, kitchen or 


bakery. 


Schools as Food Market 


Millions of school children eat one meal 
a day at school, and ‘The Cooking Problem 
Involved in the Expanding Public School 
Feeding Program’’ was most interestingly 
told by Margaret Crozier, manager, School 
Cafeterias, Board of Education, Philadelphia. 
Miss Crozier outlined her organization set-up 
in the purchasing, preparation and serving of 
food, administration and the facilities neces- 
sary for adequate serving and comfort of 
children. 

Another phase of interest to her listeners 
was dishwashing, stressing the adequate sup- 
ply of hot water up to 200°. Miss Crozier 
stated that in her experience, gas equipment 
was most satisfactory, and that the Board of 








[ 231 ] 


Industrial panel session at the Toledo conference. Left to right: Otto Lutherer, Cleveland: K. W. Stookey, Cleveland; C. C. Eeles, Toledo; 
C. H. Lekberg, Hammond; and Karl Emmerling, Cleveland. Section vice-chairman and presiding officer 


Education recognized this fact by providing 
adequate funds for the proper gas-fired equip- 
ment to do the job. 


Sales Opportunities 


Franklin T. Rainey, general sales manager, 
The Ohio Fuel Gas Co., Toledo, gave an ex- 
cellent paper on the potential sales possibil- 
ities in the future. Due to our continually 
changing economic conditions, it is vitally 
important that the industrial and commercial 
gas salesmen keep abreast of developments 
and be prepared to meet ever-present com- 
petition, Mr. Rainey stated. He then out- 
lined the factors that will give the individual 
the opportunity of improving himself to meet 
new conditions. 


Building Commercial Sales 


Making effective use of charts and slides, 
Leon Ourusoff, chairman, Food Service Equip- 
ment Committee, gave his views on ‘“‘Build- 
ing Prestige and Sales in the Commercial 
Market.” As manager of utilization, Wash- 
ington Gas Light Co., he outlined step by 
step how his company is doing this job. 
Mr. Ourusoff's presentation was one of the 
highlights of the conference, and a reading 
of his paper is recommended to all commer- 
cial gas men. 


Gas Oven Protection 


From the A. G. A. staff came utilization 
engineer, C. George Segeler, whose talk on 





Commercial panel session. L. to R.: P. W’. Craig, Pittsburgh; Leon Ouru soff, Washington; C. W’. Roll, Brooklyn; and J. A. Rockefeller, Newark 
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Chairman Sutton (left) presenting Harry K. Wrench of Minneapolis with the traditional gavel 
given to immediate Section past chairmen 


“Protection Equipment on Gas Ovens” 
brought forth many questions from the floor. 
It was refreshing to hear Mr. Segeler’s 
straight-from-the-shoulder reasons why pro- 
tective equipment should be placed on all 
industrial ovens. In his talk he referred to 
an engineering bulletin by J. B. Smith of 
The Associated Factory Mutual Fire Insur- 
ance Companies which went into great detail 
on the Safety Ventilating Arrangements for 
Ovens in which Flammable Solvents are 
Evaporated. 


High-Speed Direct Heating 


According to Frederic O. Hess, Selas Cor- 
poration of America, Philadelphia, high- 
speed direct gas heating is not new, it all 
depends on the way you look at it. His in- 
formative paper was reproduced in full in 
the April A. G. A. MONTHLY. 


Plastics and Gas 


One subject upon which little has been 
said and in which the gas industry is lacking 
in information is the plastics field. ‘Heat 
Operations in the Plastics Industry’’ were 
described by Herman G. Rappolt, J. O. Ross 
Engineering Corp., New York. In defining 
the word ‘“‘plastics,”” Mr. Rappolt stated that 
this term is used to mean a synthetic prod- 
uct that in its manufacture assumes a more 
or less permanent shape or form. Plastics are 
divided into two fundamental classifications ; 
the thermosetting type and the thermoplastic 
type, the first of whose chemical nature 
changes with heat and pressure into a hard 
infusible mass. The other type may be 
shaped, but on reapplication of heat becomes 
soft and can be ‘reformed. It is on this sec- 
ond type that Mr. Rappolt dealt mostly, dis- 
cussing the equipment and heat application 
necessary for moulding, extruding and other 
forming processes. 

In many of the moulding operations heat 


is supplied by steam or hot water, the maxi- 
mum temperatures required being no more 
than 350° F. Drying operations take place 
at about 120° F. So far as is generally 
known direct gas heat has not been recom- 
mended for plastic operations, but gas obvi- 
ously can be made use of economically in 
the generation of steam and supplying hot 
water. 

A bright spot in the two-day session was a 
short presentation on ‘What's Doin’ in In- 
dustrial Gas and Commercial Gas.” Four 
men gave their views on this subject cover- 
ing North, East, West and South, making 
N-E-W-S. For the North, Allen M. Thurs- 
ton, The East Ohio Gas Company, Cleve- 
land, told of the conditions and accomplish- 
ments in that area. John Huston, The Bridge- 
port Gas Light Co., came from the East to 
present his picture of industrial and commer- 
cial gas in that territory. Then the West 
was represented by R. D. MacMahon, South- 
ern California Gas Co., who gave a vivid 
portrayal of how business was conducted on 
the coast with special reference to greater 
competition out there. And lastly, D. D. 
Beach, Atlanta Gas Light Co., spoke for the 
South, and his views on that section of the 
country were of great interest to the entire 
audience. 


Panel Sessions 


On Saturday afternoon, concurrent panel 
sessions were held, one on Industrial Gas 
led by Karl Emmerling, vice-chairman, In- 
dustrial and Commercial Gas Section, and 
one on Commercial Gas under the leader- 
ship of Leon Ourusoff, chairman, Food Serv- 
ice Equipment Committee, A. G. A. Five pa- 
pers were presented at the industrial panel 
session with a discussion period after each 
one. 

In a highly technical paper, Carl H. Lek- 
berg, Northern Indiana Public Service Co., 
Hammond, Ind., spoke on ‘Something New 
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—Interruptible Quenching.” It was 


a re 
fresher course in metallurgy with direct em, 
phasis on hardening and drawing steels. By 
blackboard demonstrations he showed how 
the physical properties of steels changed dur. 
ing the heating and quenching operations g 


various temperatures with detailed explana. 
tions on the necessity and values of inter. 
rupted quenching. 

“Heating by Immersion and Submerged 
Combustion’ was the title of a Paper by 
Charles C. Eeles, The Ohio Fuel Gas Com. 
pany, Toledo. This was another highly tech. 
nical paper studded with formulas and curves 
to illustrate heating effects at varying tem. 
peratures and under varying conditions. Mr. 
Eeles’ paper may well become a “handbook” 
on immersion heating. 

In line with a previous paper on controlled 
atmospheres, K. W. Stookey, The Gas Mg. 
chinery Co., Cleveland, presented a paper on 
radiant heating entitled, ‘Indirect Heating 
Moves Up Into the High Temperature 
Bracket.” 

“Where Do Gas-Oil Burners Fit In?” was 
the next paper presented for discussion by 
Otto Lutherer, chief engineer, The North 
American Manufacturing Company, Cleve. 
land. Mr. Lutherer pointed out the ad. 
vantages and disadvantages of 
“combination burners.” 


gas-oil or 


An informative talk on the ‘Latest De. 
velopments in the Use of Gas for Firing 
Glass Melting Tanks” was given by F. G. 
Schwalbe, Toledo Engineering Co., Toledo, 
in which he went into great detail on the 
various phases of glass melting. He stressed 
the advantages of gas in glass melting 
through its accurate control properties, and 
presented charts and curves illustrating ta- 
diation and other heating values to be used 
in melting various types of glass. 


Commercial Gas 


Equally well attended was the Commercial 
Gas Panel Session where four topnotch pa- 
pers were presented that were an inspiration 
Under 
the able leadership of Leon Ourusoff, chair- 
man of the Food Service Equipment Com- 
mittee, the members of the panel gave their 
papers and conducted spirited discussion pe- 
riods. 

Leading off this session, Carlton W. Roll, 
The Brooklyn Union Gas Company, pro 
pounded the question, “Are Your Retail 
Bakeshops Gas-Fired?”’ With the increased 
demand by the public for baked goods, and 
the competition faced by the retail baker, 
Mr. Roll pointed out that the gas-fired shop 
was the answer to one of the bakers’ many 
problems of operating at a profit. 

Another opportunity to develop addi- 
tional gas load is the church kitchen accord- 
ing to P. W. Craig, Equitable Gas Company, 
Pittsburgh, who spoke on this subject. Re- 
alizing the part that churches play in com- 
munity life, and the increasing use made of 


to the commercial gas men present. 


(Continued on page 242) 
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industrial and Commercial Hall of Flame 


OUNDS of applause greeted each char- 
ter member of the “Industrial and 
Commercial Hall of Flame’ as his Certifi- 
ate of Life Membership was presented dur- 
ing the A. G. A. Sales Conference on Indus- 
trial and Commercial Gas in Toledo, Ohio, 
March 29. 

This new and exclusive organization in 
the American Gas Association was formed to 
honor those men whose outstanding contribu- 
tions to the welfare and progress of the gas 
industry through services performed in the 
Industrial and Commercial Gas _ Section 
might be gratefully acknowledged. 

The presentations came as a complete sur- 
prise to the conference delegates at the con- 
dusion of the Friday morning session. 
Harry A. Sutton, chairman of the Industrial 
and Commercial Gas Section, conceived the 
idea, and the awards were based on certain 
qualifications arrived at by computing points 
for Section sponsored activities. Being a 
past chairman of the Section automatically 
qualifies one. Points are given for being a 
chairman of a Section committee, being a 


Gas Center at Restaura 


HE Industrial and Commercial Gas 

Section of the American Gas Associa- 
tion sponsored the Commercial Gas Cook- 
ing Center at the 27th Annual Exposition 
of the National Restaurant Association, 
Hotel Stevens, Chicago, March 26-28. 

For three days the aisles were thronged 
with owners, Operators, and chefs of restau- 
rants, institutions, hospitals, clubs, together 
with jobbers and dealers in restaurant ap- 
pliances and supplies. The nearly 15,000 
visitors set a record for attendance, and 
their interest in the exhibits reached a new 
high. 

One of the most popular exhibits was 
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J]. P. Leinroth (right), high point man in the 

Industrial and Commercial Hall of Flame, 

smiles at his certificate while Eugene D. 
Milener looks on 


committee member, and for presenting a pa- 
per on behalf of the Section. Eugene D. 
Milener, the Section 
awarded the certificates to the past chairmen 
and Mr. Sutton presented those certificates 
awarded on the point basis. 


former secretary of 


nt Exposition 


that of the American Gas Association 
whose attractive booth was done in white 
and “flame” blue where the eye-arresting 
mechanical flame served as a beacon to 
draw gas appliance manufacturers, dealers 
and gas men for consultation and to avail 
themselves of manufacturers’ literature 
which was conveniently displayed. A con- 
tinual stream of visitors taxed the capacity 
of the booth from early opening until clos- 
ing time. 

All types of gas-fired cooking equipment 
were on display, as well as the gas-fired 
kitchen accessories such as warm tables, 
dishwashing machines and glass sterilizers. 


SDOKING CENTER 


ICIATION 


{ 


A. G. A. exhibit at the Commercial Gas Cooking Center in Chicago 
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we thought it was vj. 
night in times square the 
way the crowds surged up 
and down the aisles of the 
restaurant show in _ chi- 
cago, march 26-28. your 
a. g. a. exhibit was the 
popular meeting center for visiting gas men 
and equipment manufactuers, and the attrac- 
tive mechanical gas flame served as a beacon 
for those who got lost in the crowds. 





speaking of the mechanical gas flame, we had 
our hands full turning down the many re- 
quests to use it at local shows because mil- 
waukee and oklahoma city got there first. 
then detroit took the one we had at the 
toledo conference. step in line any time 
after may first and you can have either of 
them until the a. g. a. annual meeting at at- 
lantic city the first week in october. 


now we're up to the toledo conference, march 
29 and 30. it was ye scribe’s first industrial 
and commercial gas conference and he was 
greatly impressed by the interest of the dele- 
gates and the worthwhile discussions that en- 
sued at all the sessions. 


it sure was nice of pres. boothby to set a 
precedent in being the first a. g. a. president 
to address an industrial and commercial gas 
conference. we're also glad that he was on 
hand to give chairman harry sutton his cer- 
tificate of life membership in the “hall of 
flame.” 


did you see harry wrench beam all over when 
he received the traditional gavel as past 
chairman of the section? just as if he didn’t 
know he was going to get it. but the real 
surprise of the whole thing was when gene 
milener, former section secretary, got his 
“hall of flame’ certificate. he hadn’t the re- 
motest idea that he would get one. 


we're still beset by wartime shortages and 
still waiting to get our typewriter shift key 
fixed. 

a. q. S. 


Food Expert To Speak 


J. AMENDOLA, food service equip- 

. ment consultant with Nathan Straus- 
Duparquet, Inc., New York, N. Y., will de- 
liver a paper on modern restaurant layout to 
the Indiana State Restaurant Association, on 
May 8, at the state convention in Indianapo- 
lis. He will appear under the sponsorship 
of the Indiana Gas Association, and the Citi- 
zens Gas & Coke Utility of Indianapolis. 
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LESTER J. ECK, Chairman 
























AIN arteries of the gas life line to 

thousands of consumers and the over- 
land transportation systems of the four-bil- 
lion-dollar gas industry shared the spotlight 
at the Hotel Stevens, Chicago, April 15-17, 
when the annual joint conference of the 
Distribution and Motor Vehicles Committees 
of the American Gas Association was held. 
More than 500 delegates took part in the 
conference which was the twenty-second for 
the distribution men and the fifth annual 


meeting of the motor vehicle group. 
Under the joint leadership of T. H. Ken- 
dall of the Equitable Gas Co., Pittsburgh, 


C. S$. GOLDSMITH, Vice-Chairman 


chairman of the Distribution Committee, and 
S. G. Page of the same company, chairman 
of the Committee on the Operation of Pub- 
lic Utility Motor Vehicles, the conference 
explored new development, such as use of 
radio in distribution work, and tackled war- 
holdover bottlenecks and peacetime expansion 
problems. 

At the opening se-sion, Monday morning, 
Karl B. Nagler, vice-president, The Peoples 
Gas Light and Coke Co., Chicago, welcomed 
the visitors and gave a brief description - of 
the distribution and, motor vehicle facilities 
of the local company. 





Technical Section officers and leaders at the Chicago conference. Left to right: J. H. Collins, 

vice-chairman, Distribution Committee; B. D. Connor, vice-chairman, Motor Vehicles Com- 

mittee: C. S. Goldsmith, vice-chairman, Technical Section; §. G. Page, chairman, Motor 

Vehicles Committee; T. H. Kendall, chairman, Distribution Committee; and L. J. Eck, chair- 
man, Technical Section 
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A. GORDON KING, Secretary 


Joint Technical Conference Scores Hit 


The assembled delegates received high 
praise for “delivering the goods” during the 
war emergency when A. G. A. President 
Everett J. Boothby, of Washington, paid this 
tribute to their prowess: “You laid mains 
and installed services when there appeared 
to be neither pipe nor manpower; you te. 
paired meters when there appeared to be no 
tin; you kept your automotive fleets and 
equipment functioning after many units had 
become ‘jaloppies,’ overdue for trading in— 
all done with a maximum of efficiency and 
a minimum of fanfare.” 

Turning to such peacetime problems as the 
ever-increasing cost of installing distribution 
facilities, President Boothby listed some of 
the problems now under investigation as: 


1. The re-adaption of main structures orig. 
inally designed for lesser loads, to meet the 
high demand (and saturation) of an increas- 
ing heating load. 

2. The economics of short versus long 
meter-life. 

3. The 


economics, 


customer safety and 





Association President Everett ]. Boothby of 

Washington, who paid high tribute to the 

work of distribution and motor vehicle men 
during the war period 
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satisfaction in the use of branch services 
yersus individual services. 

4, District, appliance and low pressure 
house regulators for the maintenance of uni- 
form pressures on customers’ premises. 

5. The possibilities for periodic inspection 
of all customer premises’ facilities at the time 
of meter change. : 

6. Aptitude tests for the proper selection 
of Service Department personnel. 


The A. G. A. chief executive also described 
briely the high points of the national re- 
search and promotional program. 

H. Carl Wolf, managing director, Ameri- 
can Gas Association, in a brief address, em- 
phasized that distribution is a vital link in 
the gas industry's service to its more than 
20 million customers and that a large part 
of its future progress depends upon solution 
of the problem of delivering more gas at 
less cost. He called for new methods, new 
materials and new thinking to meet the chal- 
lenge of ever-changing conditions. 

One of the new tools available to distribu- 
tion men—radio—was thoroughly covered in 
the concluding feature of the morning pro- 
gram. The first presentation was a paper 
on “Emergency FM Radio Communication” 
by J. P. Woodward and W. R. McMillan, 
of the Union Electric Co. of Méissiouri, 
which was read by M. C. Alves. It gave full 
details concerning the company’s two-way FM 
emergency radio system placed in service on 
February 26, 1945. Fifty-two emergency 
service cars and trucks, operating in the 
greater St. Louis area, were equipped with 
two-way radio. A 250-watt central station 
transmitter operated remotely from three dis- 
patching centers controls the communication 
system. 

According to the authors, generally satis- 





Hudson W. Reed, A. G. A. vice-president 
and chairman. of the Mfd. Gas Department 


ISSUE OF MAY 1946 





Prominent committee chairmen at Chicago: J. M. Pickford, Subcom. on Work on Customers’ 

Premises; H. B. Andersen, Subcom. on Economics of Distribution Design; D. M. Workman, 

Subcom. on Distribution Developments; E. L. Henderson, Construction and Maintenance; and 
L. K. Richey, Subcommittee on Safe Distribution Practices 





Burgess Manchester, Omaha, and Harold L. 
Gaidry, New Orleans 


R. F. Hadley, chairman, Subcommittee on 
Pipe Coatings and Corrosion 
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A delegation from Montreal, Quebec: W. J. 
Yorgan, W.. Robertson and C. Laverdure 


M. I. Mix, Chicago, and John H. Wolfe, 
Baltimore, at the registration desk 
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H. A. Sautter, Bridgeport; William Minyard, 
Los Angeles; and E. F. Woodward, Port 
Alleghany, Pa. 


B. C. Holman, Minneapolis ; 





R. A. Seifert, 
Cincinnati: and A. V. Brashear, Detroit, 
chairman, Meters Subcommittee 


Communications experts: R.].Galitz, W.T. Bulla, 
Hal Carlson, and R. R. O’Connor, all of Chicago 


























factory two-way communication is realized 
between the central station and mobile units 
for a distance of 25 to 30 miles. Car-to-car 
communication, for which there is only oc- 
casional use, is limited to from 2 to 20 miles. 
During the first nine months’ operation 
11,000 two-way messages were completed. 
The company contemplates increasing the 
number of its mobile units. 

The next speaker, H. A. Carlson, Illi- 
nois Bell Telephone Co., Chicago, described 
the mobile radiotelephone service being 
given an extensive trial by the Bell system. 
Telephones on automobiles, trucks or other 
mobile units such as boats and barges, will 
be connected with the general telephone sys- 
tem, so that a two-way conversation can be 
held. Surveys are being conducted to deter- 
mine the demand for such service as well as 
other practical details. 

W. T. Bulla, Natural Gas Pipeline Co. of 
America, led an interesting discussion of the 
possibilities of utilizing radio in distribu- 
tion work. It included a description of Pan- 
handle Eastern Pipe Line Co.’s radio tele- 
phone system for handling emergency calls 
in the operation of a major natural gas pipe- 
line system. Later in the day an actual dem- 
onstration of two-way- radio communication, 
with cruising cars, was given. An exhibit of 
the latest radio equipment was another popu- 
lar phase of this part of the program. 

Monday and Tuesday afternoons were di- 
vided into roundtable luncheon conferences 
while Tuesday morning was a joint session 
and Wednesday a distribution affair. For 
clarity, the distribution and motor vehicle 
subjects will be treated separately. 

Four highly fruitful and well-attended 
luncheon conferences were sponsored by the 
Distribution Committee on Monday and 
Tuesday under the direction of J. H. Col- 
lins, vice-chairman of the Distribution Com- 
mittee and chairman of the Luncheon Con- 
ferences Committee. These were: Meters and 
Metering—A. V. Brashear, Detroit, Mich., 
chairman; Construction and Maintenance— 
E. L. Henderson, Houston, Texas, chairman: 
Work on Customers’ Premises—J. M. Pick- 


E. C. Steele, Chatham, Ontario, and William 
Walburn, Toronto, Canada 
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ford, Hammond, Ind., chairman; and Pipe 
Coatings and Corrosion—R. F. Hadley, Phij. 
adelphia, Pa., chairman. These off-the-record 
sessions stimulated a flow of valuable infor. 
mation on a large variety of topics and 
proved so interesting it was difficult to close 
the meetings. 

The joint session Tuesday opened with a 
discussion of two motor vehicle topics which 
are reported below, The third feature was 
the presentation of an address “Accident Pre. 
vention—Not a One-Man Job” by E. ¢ 
Woodward, Illinois Institute of Technology, 
Chicago, who defined accident causes as of 
two kinds—unsafe conditions and unsafe 
acts. These may be prevented, he said, by 
cooperation in the employment of what safety 
men call “the three E's”, namely, Engineer. 
ing, Education and Enforcement 
ing accident prevention to religion, Mr, 
Woodward said, “it cannot be put on and 
taken off as if it were an old hat but must 
be a part of every one of us in every wak- 
ing hour.” 


Compar- 


Safety also came in for discussion later in 
the meeting when L. K. Richey, Michigan 
Consolidated Gas Co., Detroit, chairman of 
the Subcommittee on Safe Practices in Dis- 
tribution, listed various recommended prac- 
tices for distribution men. He pointed out 
that this year marked the first time safety 
had been given a prominent place on the 
conference program. 

This session closed with the showing of 
the technicolor sound film “Gas,” which de- 
picts the construction of the Tennessee Gas 
and Transmission Company's 1,265-mile pipe 
line from Texas to West Virginia. 

“The Effect of Anions on the Performance 
of Sacrificial Anodes” by Dr. Kent M. Wight, 
research associate, American Gas Association, 
was the subject of the opening report at the 
Wednesday distribution meeting. This paper 
was concerned with one of a number of fac- 
tors involved in the application of sacrificial 
metals for cathodic protection of sub-surface 
pipelines, namely, the effect of anions, par- 
ticularly soil anions, upon their performance, 

The research program, of which Dr. Wight's 


View of registration desk on the opening day 
of the Chicago joint Technical Conferente 
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Pipe aper is an interim report, was initiated to 
Phil- study the poor performance of certain of these 
‘ecord sacrificial metals and to develop suitable en- 
infor- yironments for each in order to insure satis- 
- and factory performance in the field. Attention 
close has been particularly devoted to the soil 
anions, since these anions would be ex- 
ith a ted to affect the anode reactions of the 
which sacrificial metals to a greater extent than the 
> was other soil constituents. 
t Pre. A related report, “Zinc Anodes for Pre- 
EG yenting Corrosion of Distribution Mains’’ by 
ology, C. L. Morgan, division engineer, Houston 
as of division, United Gas Corp., was discussed at 
insafe the corrosion luncheon session. This report 
id, by cited satisfactory results obtained with zinc 
safety as a current source to apply cathodic protec- 
‘ineer- tion to old poorly covered steel mains in 
mpar- Houston and to old steel distribution mains 
Mr. in other towns. It was discussed by Dr. 
n and Wight, A. V. Smith, Philadelphia; Kirk H. 
must Logan, Washington; R. J. Kuhn, New Or- 
wak- leans; and Guy Corfield, Los Angeles. 

Also distributed at this session was a 
ter in printed report on “Anaerobic Corrosion of 
-higan Iron in Soil” by Dr. Wight and Robert L. 
an of Starkey of Rutgers University. 
 Dis- The automatic loading of district gover- 
prac- nors, a problem of increasing importance in 
d out view of house heating demands on over- 
safety loaded distribution systems, was described 
n the in a paper by F. J. Woolfenden, Michigan 

Consolidated Gas Co., Detroit. From expe- 

ng of rience in his company, he concluded that: 
ch de- 1. In systems fed by one governor, auto- 
© Gas matic loaders operate satisfactorily. 
e pipe 
mance 
Wight, 
iation, 
at the 

aper 
ff IGHLY impor- 
rificial tant gas produc- 
surface tion and chemical op- 
;, par erating problems will 
mance. be subjected to ex- 
Vight’s pert and concentrated 


attention at the Joint 
Production and Chem- 
ical Committee Con- 
ference of the Ameri- 
can Gas Association 
which takes place 
June 3-5 at the Hotel 
Pennsylvania, New 
York, N. Y. Meeting 
der conditions still far from normal, the 
) @nterence will attempt to iron out the many 
ew and diversified problems confronting the 
industry after the war emergency years. 
|Hwill review such topics as various phases 
Peat LP gases, water gas set capacity, tar de- 
Wydration, carbonization of coke, chemistry 
[> the gas industry, as well as numerable 
“Bther subjects. 

A program committee headed by Dr. Chan- 
fing W. Wilson, chairman of the Chemical 
Committee, and R. Van Vliet, chairman of 
the Gas Production Committee, has pre- 
pared a program flexible enough to cover all 
the latest developments falling within the 








3 Dr. C. W. Wilson 
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2. They hold a constant governor outlet 
pressure under all load conditions. 

3. Where all governors in a closely con- 
nected system are equipped with loaders, cer- 
tain ones will “hog’’ the load at off-peak 
hours. 

4. Adjustment in some cases is critical. 

5. Proper size plate orifice is essential. 

6. Plates should be easily changed. 


Various aspects of this solution were dis- 
cussed by A. W. Johnson, Jr., Washington; 
R. C. Holcombe, Philadelphia, and others. 


Industrial Relations Topic 

Shifting from materials and methods to 
personnel, the Wednesday morning session 
concluded with a penetrating analysis of ‘“The 
Supervisor's Part in Industrial Relations’ by 
Ellis O. Keller, supervisor of training, The 
Philadelphia Co., Pittsburgh, Pa. Declaring 
the answer to industrial relations problems 
is good leadership, Mr. Keller said: 

“Problems of labor relations are not auto- 
matically solved by the signing of labor agree- 
ments. Consistent practices and good man- 
agement from the top down, through every 
level of supervision, is the only sure and 
permanent answer. The obligation upon those 
in top leadership positions, first, to deter- 
mine right policies, then to administer them 
in the way that builds understanding and re- 
leases initiative and creative effort, is a tre- 
mendous one. It is the greatest and most 
intriguing challenge in life. As we rise to 
meet it, I believe we may achieve standards 
of accomplishment hitherto considered unat- 
tainable.”” 

The final distribution session Wednesday 


category of these two 
committees. Special 
emphasis is again be- 
ing placed on _ the 
four luncheon confer- 
ences at which nu- 
merous subjects will 
be discussed in a 
frank and informal 
manner. No record of 
these conferences will 
be made, therefore it 
is imperative for all to 
attend in order to de- 
rive benefit from them. 

In addition to the luncheon conferences, 
there will be three moraing and two after- 
noon sessions at which many new conditions 
facing the industry will be thoroughly can- 
vassed. 

One of the highlights of the conference 
will be a symposium on gas production re- 
search studies under the chairmanship of 
Colonel H. W. Reed, chairman of the 
A. G. A. Manufactured Gas Department and 
president of The Philadelphia Gas Works 
Company. There will also be a presentation 
on European Gasification Processes, which 
will be given by Captain E. C. Pettyjohn, 
U.S.N.R., at the Monday afternoon session. 


R. Van Vliet 
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afternoon consisted of reports of committee 
developments, luncheon conference summaries 
by the various chairmen, and an open forum 
on new devices and equipment. 


Motor Vehicle Topics 


As noted previously, a large part of the 
joint session Tuesday was devoted to topics 
of direct interest to the operators of motor 
vehicles. §. G. Page, chairman of the Motor 
Vehicles Committee, presided at this session 
which opened with a comprehensive report 
on “Compressor Tools—Their Maintenance 
and Repair” by B. D. Connor, Boston Con- 
solidated Gas Co., vice-chairman of the Motor 
Vehicles Committee. This report, which is 
available in printed form, summarized a sur- 
vey of the Subcommittee on Compressor 
Tools of the practices and opinions of 20 
gas companies and seven tool manufacturers 
and rebuilders. 

A new approach to “Standardization of 
Motor Truck Bodies’ was embodied in a 
valuable presentation by Sidney F. Gale, 
New Orleans Public Service Inc., chairman of 
the subcommittee seeking a solution of this 
problem. The report outlines the objectives 
to be attained, and presents preliminary de- 
sign details of three popular types of bodies, 
showing how the objectives can be reached. 

The bulk of the information furnished the 
motor vehicle delegates was presented at the 
luncheon conferences, Monday and Tuesday, 
which were held under the chairmanship of 


(Continued on page 244) 


Production and Chemical Men To Meet 


A sound slide film is also listed to be shown 
during the Wednesday morning session which 
will contain informative material on chemical 
cleaning of equipment. 

The committee suggests that in lieu of the 
existing shortage of hotel rooms, it would 
be advantageous to make hotel reservations 
as early as possible. 

Following is the schedule of events: 


MONDAY, JUNE 3—10:00 A.M. 
HoTEL PENNSYLVANIA, NEw York, N. Y. 
Chairman's Address 
Dr. C. W. Wilson, Chairman, Chemical 
Committee 

Address 
E. J. Boothby, President, American Gas 
Association 

Greetings 
H. Carl Wolf, Managing Director, Amerti- 
can Gas Association 

Evaluation of Enriching Oils 
S. P. Cauley, Socony Vacuum Oil Co., 
New York, N. Y. 

Coal Production and Preparation 
H. J. Hebley, Director of Research, Pitts- 
burgh Coal Co., Pittsburgh, Pa. 











Report on Water Gas Set Capacity 
F. W. Hartzel, The Philadelphia Gas 
Works Co., Philadelphia, Pa. 

Report on Tar Dehydration 
J. G. Sweeney, The Brooklyn Union Gas 
Co., Brooklyn, N. Y. 


MONDAY, JUNE 3—2:00 P.M. 
Introduction 
R. Van Vliet, Chairman, Gas Production 
Committee 


Coumarone and Indine Properties of Resins 
Dr. A. W. Gauger, The Pennsylvania State 
College, State College, Pa. 

Symposium on Liquefied Petroleum Gases 
Tests Relating to Interchangeability of 

Gases. R. E. Schneiter, Consolidated 
Edison Company of New York, Inc., 
New York, N. Y. 

LP Gases—Plant and Distribution Prac- 
tices. B. P. Mulcahy, Citizens Gas and 
Coke Utility, Indianapolis, Ind. 

LP Gases—Plant and Distribution Prac- 
tices. E. G. Boyer, Philadelphia Electric 
Company, Philadelphia, Pa. 

A Study of the Relative Advantages of 
Reforming LP Gas and Heavier Oils. 
C. B. Glover, United Engineers and 
Constructors, Inc., Philadelphia, Pa. 

European Gasification Processes 
E. C. Pettijohn,- Capt. U.S.N.R., Director, 
Institute of Gas Technology, Chicago, III. 


TUESDAY, JUNE 4—9:30 A.M. 
Hudson W. Reed, Chairman, Manufactured 
Gas Department—Presiding 
Research Studies: 

Organic Sulphur 
Dr. E. W. Guernsey, Chairman, Subcom- 
mittee on Organic Sulphur, and 
H. F. Hickwell, Institute of Gas Technol- 
ogy, Chicago, Ill. 

Mixed Gas Research 
W. R. Fraser, Chairman, Michigan Con- 
solidated Gas Co., Detroit, Mich. 

Gas Production Research 
P. T. Dashiell, Chairman, Gas Production 
Research Committee—Manufactured Gas 
Department 

Reforming of Hydrocarbons 
E. G. Boyer, Philadelphia Electric Com- 
pany, Philadelphia, Pa. 

Sulphur Resistant Catalysts—Water 

Catalysts Tar Investigation 
E. J. Murphy, The Brooklyn Union Gas 
Company, Brooklyn, N. Y. 

Fundamental Studies of Water Gas Reactions 
Dr. C. W. Wilson, Consolidated Gas Elec- 
tric Light and Power Company of Balti- 
more, Baltimore, Md. 


Gas 


Flash Pulverization 

Other Gasification Projects 
F. J. Pfluke, Chairman, Technical Advi- 
sory Committee—Manufactured Gas De- 
partment 


TUESDAY, JUNE 4—12:30 P.M. 
ROUND TABLE LUNCHEON CONFERENCES 


Luncheon No. 1 

Carbonization and Coke 
Elliott Preston, Chairman, Koppers Com- 
pany, Pittsburgh, Pa. 
W. C. Wardner, Alternate Chairman, Con- 
necticut Coke Company, New Haven, 
Conn. 

Luncheon No. 2 

Chemistry in the Gas Industry 
H. A. Lockhart, Chairman, Haverhill Gas 
Company, Haverhill, Mass. 


Luncheon No. 3 

High B.t.u. Gas 
F. H. Bunnell, Chairman, Consumers Power 
Company, Jackson, Mich. 
G. J. McKinnon, Alternate Chairman, 
Michigan Consolidated Gas Company, De- 
troit, Mich. 





TELEPHONE 
OPERATOR 
by Avery Giles 


The spark plug’of the shop is she, 
When all is said and done; 
She gets your number speedily— 
And in more ways than one! 
—Printers’ Ink 











Luncheon No. 4 


Water Gas Operation 
P. T. Dashiell, Chairman, The Philadel- 
phia Gas Works Company, Philadelphia, 
Pa. 
J. V. Postles, Alternate Chairman, The 
Philadelphia Gas Works Company, Phila- 
delphia, Pa. 


WEDNESDAY, JUNE 5—10:00 A.M. 


More Power to America’s Industry 


Sound Slide Film by Dowell Incorporated 
Chemical Cleaning of Equipment 


Blending Properties of Certain Low and Me- 


dium Volatile Coals as Determining in 
the Bureau of Mines and A. G. A. Ap- 
paratus 
J. D. Davis and D. A. Reynolds, U. S. Bu- 
reau of Mines, Washington, D. C. 


Corrosion of Underground Structures in Gas 


Plants 
C. F. Meyerherm, A. F. Ganz, Inc., New 
York, N. Y. , 


Report of Subcommittee on Use of Oxygen 


in Gas Manufacture 
Oxygen Production and Utilization in Gas 
Making Processes, L. L. Newman, Chair- 
man, U. S. Bureau of Mines, Washing- 
ton, D. C. 


WEDNESDAY, JUNE 5—2:00 P.M. 


Report of Subcommittee on High B.t.u. Gas 


G. T. Bentley, Chairman, Michigan Con- 
solidated Gas Company, Detroit, Mich. 
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Control of Bulk Densities in Coke Ovens 
Studies on Precision and Application o 
Various Testing Methods 

H. S. Auvil, L. D. Schmidt and . G. 
Graham, U. S. Bureau of Mines, Washing. 
ton, D. C. 

Partial Devolatization of Coal by the Fluid. 

zation Process 
Dr. A. D. Singh, Institute of Gas Tech. 
nology, Chicago, III. 

A. S. T. M. Committee Activities 

Subcommittee D 3 


Dr. A. W. Gauger, Chairman, The Pennsy). FE 


vania State College, State College, Pa, 
Subcommittee D 16 
V. J. Altieri, Chairman, Eastern Gas and 
Fuel Associates, Everett, Mass. 
European Carbonization Practices 
Dr. W. C. Rueckel, Koppers Company, 
New York, N. Y. 


To be distributed but not presented, 


Equilibrium Water Vapor Content of Com. 
pressed Gases 
E. G. Hammerschmidt, Texoma Natural 
Gas Company, Fritch, Texas 


Coal Strike Affects Gas 
Utility Companies 

ETURNS from a 125 gas 

utility companies producing manufac. 

tured and mixed gas, constituting 43 per 
cent of that portion of the gas industry, show 
that 44 companies, serving more than 1,600, 
000 customers, could not continue normal 
gas service after April 30, unless furnished 
additional bituminous coal or coke from the 
stocks throughout the nation which now are 
seriously limited by the current strike of the 
United Mine Workers of America. The sur 
vey was made by the American Gas Associa- 
tion just before the shutdown of the bitumi- 
nous coal mines on March 31. 

Assistance in replenishing stocks of solid 
fuels of the gas companies to every possible 
extent is being given by the Solid Fuels Ad 
ministration for War and the Civilian Pro- 
duction Administration. The American Gas 
Association is co-operating with these agen 
cies in an effort to continue the gas indus- 
try’s record of unbroken service. 

Of the total reporting under the A. G. A 
survey, 9 companies, serving 59,000 custom- 
ers and serving a total population of 350; 
000, could not operate normally beyond 
April 15, without replenishing stocks om 
hand March 31. Including these companies 
and the 44 companies who had less than one 
month’s supply of fuel, there were 73 com 
panies, serving about 3,000,000 customets, 
that could not operate normally beyond May 
15; 99 companies serving 3,624,000 custom 
ers, whose fuel supplies would not last be 
yond May 31, and 119 of the 125 companies 
surveyed, unless able to replenish fuel stocks, 
could not continue normal gas operations be- 
yond June 30, 1946. 


survey of 
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Laboratories 


GEORGE E WHITWELL, Chairman 


R. M. CONNOR, Director 


Adopts New Standards 


HE A. G. A. Approval Requirements 

Committee, meeting at the Laboratories 
on March 15, approved revisions to hotel 
range and deep fat fryer requirements previ- 
ously distributed to the industry for criti- 
cism. They were adopted as addenda to 
present requirements and distributed in 
mimeographed form to all interested manu- 
facturers. They become effective January 1, 
1947, at which time recently-distributed re- 
quirements covering high altitude approval 
for several other types of appliances also be- 
come effective. 

It was decided by the committee that sepa- 
rate listing in the Directory of Approved 
Gas Appliances and Listed Accessories pub- 
lished by the Laboratories will be made of 
appliances approved for high altitude use. 
An additional section under an appropriate 
heading for each type of appliance so ap- 
proved will follow immediately after the re- 


Typical oven temperature test control arrangement providing graduating, snap-acting, and 
experimental dual thermostatic control. Sugar cookies sensitive to temperatures are used as a 





Approval Requirements Committee in session at the Laboratories, March 15 


spective regular section in the Directory. 

At this meeting the committee adopted a 
new draw-off test for automatic storage water 
heaters of the internal type to insure delivery 
of an adequate supply of hot water under 
extreme conditions of use. It also author- 
ized preparation of listing requirements for 


porcelain-enameled water heater tanks, the 
basis for the new requirements to be Com- 
mercial Standard 115-44 issued by the Na- 
tional Bureau of Standards. 

The A. G. A. Approval Requirements 
Committee is a Sectional Committee, Project 
Z21 of the American Standards Association. 


Improved Temperature Control 
Aim of New Research Study 


PENING a new phase of the extensive 
cooking research program inaugu- 
rated by the Committee on Domestic Gas 
Research, comparative performance tests of 
the relative merits of various types of oven 
thermostats are under way at the American 
Gas Association Testing Laboratories. 
The project is a continuation of the series 





criterion of performance 
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of important oven design studies upon 
which recently published research bulletins 
on oven heat distribution and absorption of 
heat by utensils in ovens were based. 
Achievement of a lower range of satisfac- 
tory oven temperatures is one of the goals 
of the new project. 

Inherent possibilities of three types of 
thermostatic controls—graduating, snap-act- 
ing, and an experimental combination of 
the two—are being explored in an attempt 
to bring about further advances in the art 
of oven design and the achievement of 
more flexible temperature control. A typical 
test arrangement is illustrated with the 
thermostats seen mounted in the right-hand 
range compartment in such a manner that 
they can be operated separately under iden- 
tical test conditions. 

Directed toward achievement of a lower 
range of satisfactory oven temperatures a 
double-type control developed in the lab- 
oratories of a progressive manufacturer is 
under investigation. A throttling action 
takes place at high temperatures while 
snap-action is utilized at low temperatures. 
The snap-action control is connected to a 
by-pass line. 

Performance tests include investigation 
of effects upon oven heat distribution, oven 
efficiency, preheating time, minimum ob- 
tainable oven temperature, and gas rate in- 
puts required to maintain desired tempera- 
tures. Effects of special flue control with 
the flue outlet restricted during the inop- 
erative cycle of snap-action control will 
also be studied. Comments and suggestions 
are invited from members of the gas indus- 
try interested in the subject. 
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Appointed Governor 
of Curb Exchange 


DWARD F. 
BARRETT, presi- 

dent of the Long 
Island Lighting Com- 
pany and treasurer of 
the American Gas As- 
sociation, has been 
appointed a_ public 
governor of the New 
York Curb Exchange, 
Edwin Posner, presi- 
dent of the Exchange, 
announced recently. 

Mr. Barrett brings 
to the governing body 
of the Curb Exchange long experience in 
financial and business circles. He has been 
president of the Long Island Lighting Com- 
pany and three of its subsidiaries, Queens 
Borough Gas and Electric Company, Nassau 
and Suffolk Lighting Company, and Long 
Beach Gas Company, Inc., since 1937. He 
has been a director of all of these companies 
and of Kings County Lighting Company, a 
fourth subsidiary, since 1934, when he origi- 
nally became affiliated with Long Island 
Lighting Company as financial vice-president. 

Prior to his association with the public 
utility industry, Mr. Barrett was a vice-presi- 
dent of the National City Bank of New York 
and is still active in the banking field. He is 
also a vice-president and director of the 
Utilities Mutual Insurance Company. 

He is a director of the American Gas As- 
sociation in addition to being treasurer. 





Edward F. Barrett 


Holmberg To Manage 


Appliance Promotion 


DWARD A. HOLMBERG has been 
made manager of the Appliance Promo- 
tion Bureau of Consolidated Edison Com- 
pany of New York, Inc., according to an an- 
nouncement by .Brigadier General Ephraim 
F. Jeffe, vice-president in charge of sales. 
Mr. Holmberg takes the place formerly held 
by Dennis S. Melvin. He has been with 
Consolidated Edison for 37 years. 
Mr. Melvin was transferred to the Pur- 
chasing Department as the result of his selec- 


tion for the company’s Executive Develop- 
ment Program, which is designed to give 
employees of executive calibre broad training 
in company affairs so that they may qualify 
for higher posts. 

Other promotions include: Harry A. Sam- 
mond, named assistant manager of the Appli- 
ance Promotion Bureau to replace Mr. Holm- 
berg; Thomas J. Collins made manager of 
the Showroom Division of the Appliance 
Promotion Bureau; Edward D. McOwan ap- 
pointed assistant manager of the Dealer Di- 
vision of the Appliance Promotion Bureau; 
Marion Seitz, formerly secretary to the chair- 
man of the Executive Committee, named as- 
sistant manager of the Home Service Divi- 
sion of the bureau. 


Gen. Somervell Elected 


Koppers Co. President 


EN. BREHON B. SOMERVELL, 

U. S. A., retired, who was commander 
of the Army Service Forces in the recent 
war, has been elected president of Koppers 
Company, Inc., and will take office on May 
1. The company builds and operates coke 
and other coal by-products plants in twenty- 
four states. 

J. P. Williams Jr., who has been acting 
as president and chairman of the board since 
the death of J. T. Tierney in October, 1944, 
will continue as chairman. 

In a statement the board of directors said 
that “General Somervell brings to Koppers 
Company, Inc., not only a proved capacity 
for leadership, but also a splendid engineer- 
ing background. His Army experience over 
many years has been devoted primarily to 
business and industrial problems.” 

General Somervell was born in Little Rock, 
Ark., and entered West Point at the age of 
18 after his graduation from high school in 
Washington. He was graduated from West 
Point sixth in his class. 


Kemp Sales Manager 


LEVATION of 

Frank J. Kohut 
from sales-engineer- 
ing supervisor to the 
post of sales manager 
of The C. M. Kemp 
Manufacturing Co., 
Baltimore, was an- 
nounced recently by 
W. Wallace Kemp, 
president. Mr. Kohut 
joined the Kemp or- 
ganization six months 
ago to tackle the spe- 
cific assignment of 
improving and enlarging sales-engineering 
service to industries which utilize the com- 
pany’s gas-fired heating systems. He has had 
broad experience in both engineering and de- 
velopment, as well as in sales, in the chemical 





Frank J. Kohut 


process and rayon industries. 
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Schmidt Is President 
of Baltimore Utility 


ILLIAW 

SCH MIDT, 
JR., was elected pres. 
ident of Consolidated 
Gas Electric Light and 
Power Co. of Balti. 
more at the meeting 
of the board of direc. 
tors following the ap. 
nual meeting of stock. 
holders. Mr. Schmidt, 
formerly executive 
vice-president, suc. 
ceeds Charles M. Cohn 
who was re-elected 


William Schmidt, Jr. 


chairman of the board. 

Mr. Cohn formerly held both offices but re. 
quested that he not be re-elected president, 
He desired to lighten his official burdens and 
provide advancement for other officers of the 
company. 

Mr. Schmidt began his utility career as a 
clerk in the employ of the Edison Electric 
Illuminating Co., one of the predecessors of 
the present utility company. He first became 
an officer of the company in 1910, when he 
was elected secretary. Four years later he was 
made a director of the company and in 1916 
was elected assistant president. In 1926, he 
was elected treasurer and in 1938 vice-presi- 
dent which position he filled until he was 
elected executive vice-president in 1942. 

Henry R. Cook, Jr. and Ralph L. Thomas 
were re-elected vice-presidents. Other officers 
elected were: Charles P. Crane, executive 
vice-president; J. Theodore Wolfe and Her- 
man L. Gruehn, vice-presidents. Austin E. 
Penn was elected secretary. Francis E. Ruge- 
mer was elected treasurer to fill the vacancy 
caused by the recent death of Charles E. Woll- 
man. 

All of the members of the board of directors 
were re-elected. 


Central Arizona 
Executive Changes 


HE Central Arizona Light and Power 

Co., Phoenix, Ariz., recently announced 
a number of changes in executive personnel, 
tcpped by the appointment of Henry B. Sar 
gent as executive vice-president. Mr. Sar- 
gent is the former vice-president and general 
manager of the Mississippi Power and Light 
Co., Jackson. 

Other appointments include: Milton G. 
Sanders promoted from general sales mana 
ger to vice-president in charge of sales; J. L. 
Liecty advanced to assistant secretary and as- 
sistant treasurer; Milo T. White named as- 
sistant treasurer and auditor; and Don Wil- 
lis promoted to manager of advertising and 
publicity. 

A. F. Morairty, formerly vice-president in 
charge of public relations work, resigned his 
position after more than 20 years’ of service 
with the company to become managing patt- 
ner of a residential and resort hotel near 
Phoenix. 
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Cincinnati Names Two 
Vice-Presidents 


WO additional 

vice-presidents of 
the Cincinnati Gas 
and Electric Company 
were elected March 
28 at a meeting of 
the board of direc- 
tors. The newly 
elected vice-presi- 
dents are William H. 
Zimmer and Fred R. 
Rauch. 

Mr. Zimmer is 
treasurer and _assist- 
ant secretary and Mr. 
Rauch is director of 
industrial relations. 
Both men will con- 
tinue to administer the functions of these 
positions. 

Mr. Zimmer has been associated with the 
local company since 1920. At that time he 
joined the treasury department of the old 
Union Gas & Electric Company. 

As an employee of the Cincinnati Gas and 
Electric Company, Mr. Zimmer has held the 
positions of assistant secretary, assistant treas- 
urer, and treasurer. He was elected to the 
board of directors in September, 1945. 

Mr. Rauch joined C. G. & E. Co. January 
1, 1942 as director of industrial relations. 
Prior to that time he was employed by the 
Federal Government for eight years in engi- 
neering, labor relations and executive posi- 
tions. He is chairman of the Personnel Com- 
mittee of the American Gas Association and 
a member of a similar committee of the 
Edison Electric Institute. 

A. C. Moorhaus, whose retirement as a 
vice-president of the company became effec- 
tive April 1, will remain as a member of the 
board of directors, it was announced. All 
other officers of the company were re-elected. 


Fred R. Rauch, 
Chairman, A. G. A. 
Personnel Commit- 

tee, moves up 


To Promote Commercial Gas 


OHN J. BOURKE 

has been ap- 
pointed director of 
commercial gas pro- 
motion under the 
promotional director 
of the American Gas 
Association according 
to an announcement 
of H. Carl Wolf, 
managing director. 

Mr. Bourke will 
engage in promotional 
activities in the hotel, 
restaurant and _insti- 
tutional field on commercial cooking and 
beking. He will work with consumers and 
consumer groups seeking to protect and in- 
trease present gas loads and develop new 
ones. In carrying on this activity he will 
cultivate and maintain close working rela- 
tions with leaders of organizations in the 


John J. Bourke 
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commercial cooking industry together with 
manufacturers of commercial gas-fired cook- 
ing appliances. He will also represent the 
American Gas Association at conventions, ex- 
positions and meetings in related activities 
and will coordinate his efforts with those 
phases of the Industrial and Commercial Gas 
Section and its Food Service Equipment 
Committee. 

Mr. Bourke comes to the Association with 
a background of experience in the restaurant 
end of the hotel business in which he en- 
gaged for some years following a course in 
hotel management at the Lewis Hotel Train- 
ing School, Washington, D. C. During the 
war, after graduating from the Army Air 
Force Officers’ School at Miami Beach, 
Florida he was appointed mess officer and 
post food supervisor at Stewart Field, New- 
burgh, N. Y., where the feeding operation 
ran into several thousand meals per day. 

A graduate of the University of Maryland 
and Mt. St. Josephs School, Baltimore, Mr. 
Bourke is also a member of Sigma Nu and 
Omicron Delta Kappa fraternities, and the 
Hotel Greeters, an organization of hotel ex- 
ecutives and front office personnel. 


Warden Heads West Gas 
Improvement Co. 


OHN H. WAR- 

DEN, general 
sales manager of the 
Oklahoma Natural 
Gas Company, has 
resigned to accept the 
position of president 
of the West Gas Im- 
provement Company, 
90 Broad Street, New 
York, it was an- 
nounced last month 
by Joseph Bowes, 
president of the Okla- 
homa Natural. 

The company Mr. Warden will head is 
now a subsidiary of Stone & Webster Service 
Corporation engaged in specialized services 
to utility companies. 

During his 10 years with Oklahoma Natu- 
ral Gas Company, Mr. Warden became well 
known throughout the state. He served ac- 
tively in civic organizations and in state, re- 
gional and national utility associations. 

He has been a member of the board of di- 
rectors of the Oklahoma Utilities Associa- 
tion, vice-president of the Southern Gas As- 
sociation and chairman of the Residential 
Gas Section of the American Gas Associa- 
tion. In this latter capacity, he was active in 
laying the groundwork of the national pro- 
motional program in which the American 
Gas Association is now engaged. 

Before joining the Oklahoma Natural Gas 
Company, Mr. Warden had 14 years’ experi- 
ence in the public utility field, having been 
with El Paso Electric Company, Gulf States 
Utilities Company, and the Brockton Edison 
Electric Company. 


John H. Warden 
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Thorp Honored By 
Secretary of Navy 


HESTER A. 
THORP, chief 
engineer of research, 
American Gas Asso- 
ciation Testing Labo- 
ratories, has been 
presented a Commen- 
dation Award by the 
Secretary of the Navy. 
Lt. Commander 
Thorp’s citation is for 
outstanding perform- 
ance of duty in effec- 
tively handling liai- 
son duties which con- 
tributed in a large measure to the successful 
production of the radio proximity fuze. He 
was commended for his administrative skill 
and steadfast devotion to duty in keeping 
with the highest traditions of the Navy. 

At the recent meeting of Committee D-3 
on Gaseous Fuels of the American Society 
for Testing Materials Mr. Thorp was ap- 
pointed by Chairman A. W. Gauger as a 
member of Subcommittee D-3-1 on Collec- 
tion of Gaseous Fuel Samples and Subcom- 
mittee D-3-VII on Complete Analysis or 
Chemical Composition of Gaseous Fuels. He 
has also been appointed by the American 
Society of Heating and Ventilation Engineers 
to membership on its 1946 Technical Advi- 
sory Committee on Air Distribution and Air 
Friction. 


Chester A. Thorp 


Whitwell Nominated 
For U. S. Chamber 


EORGE E. 
WHITWELL, 
vice-president in 
charge of sales, Phila- 
delphia Electric. Co., 
Philadelphia, Pa., has 
been nominated as a 
candidate for director 
of the Chamber of 
Commerce of the 
United States, repre- 
senting election dis- 
trict No. 2. 
George E. Whitwell Mr. Whitwell has 
been most active in 
the work of the American Gas Association. 
Perhaps his outstanding contribution has 
been his experience and executive ability in 
the guidance of the affairs of the A. G. A. 
Testing Laboratories, first as a member and 
since 1941 as chairman of its Managing 
Committee. 

He has long been a civic leader in Phila- 
delphia, and is chairman of the Municipal 
Affairs Committee of the Chamber of Com- 
merce and Board of Trade. He is also a 
member of the Advisory Committee on Na- 
tional Affairs of the U. S. Chamber of Com- 
merce. 





Bryant Industrial 
Representatives 


HE appointment 

of three indus- 
trial specialists as rep- 
resentatives of Bryant 
Heater Company's in- 
dustrial division in 
the distribution and 
application of the 
company’s newly de- 
veloped line of gas 
elements for manu- 
facturing and process 
equipment is an- 
nounced by D. A. 
Campbell, manager of 





Lawrence R. Foote 


the division. 

Lawrence R. Foote will shortly be located 
in New York as industrial application spe- 

cialist for the eastern 

area, after a few 
weeks at the Cleve- 
land plant familiariz- 
ing himself with 
product development 
within the Division. 
Mr. Foote, a gradu- 

ate of Brown Univer- 

- sity, goes to Bryant 

from the Central Illi- 

nois Electric & Gas 

Company at  Rock- 

ford, Illinois, where, 

since 1934, he has 

served as _ industrial 
engineer, following work in the same field in 
Rhode Island. Mr. Foote is a member of the 
American Gas Association and the American 
Society of Metals, the Midwest Industrial 
Gas Sales Council, and the Rockford Engi- 
neering Society, and has served as committee 
chairman or officer of all four. 

Oliver Stirling, Jr., will represent the di- 
vision in Michigan and the six northwestern 
counties of Ohio, making his headquarters in 
Detroit, at 6432 Cass Avenue. Mr. Stirling, 
who received his engineering education at 
the University of Michigan, has been active 
in the industrial gas field in that state for a 
number of years, in application work for the 
Michigan Consolidated Gas Company, and 
since 1930 in the manufacture of industrial 
gas products and in the distribution of re- 
lated equipment and controls. 

Associated with Mr. Stirling will be Carl 
Mansfield, who has been with the Fuels and 
Utilities unit of the Detroit Ordnance Dis- 
trict and who previously was associated with 
the Michigan Consolidated Gas Company as 
industrial representative. A native of Bay 
City, Michigan, Mr. Mansfield attended 
Wayne University and is a member of the 
Engineering Society of Detroit. 





Oliver Stirling, Jr. 


Name Change 


HE name of the Roberts & Mander Stove 
Co., Hatboro, Pa., has been changed to 
Roberts & Mander Corporation. 





New Sales Manager 
of Oklahoma Natural 


W. REEVES, 

. formerly indus- 
trial sales manager of 
the Oklahoma Natu- 
ral Gas Company, has 
been promoted to the 
position of general 
sales manager, it has 
been announced by 
Joseph Bowes, presi- 
dent. 

Mr. Reeves _ suc- 
ceeds J. H. Warden, 
who recently resigned 
to accept the presi- 
dency of the West Gas Improvement Com- 
pany, New York. He is well known 
throughout the Oklahoma Natural territory, 
having headed the Industrial Sales Depart- 
ment since 1938. 

In July 1942, Mr. Reeves was given a 
military leave to accept a commission as 
Major in the Corps of Engineers, U. S. Army 
and he was discharged as a Lieutenant Colo- 
nel and returned to the company February 1, 
1946. 

Prior to joining the Oklahoma Natural 
Gas Company in 1938, Mr. Reeves had 13 
years’ experience in utility sales work with 
the Louisiana Electric Company and the Gulf 
States Utilities Company. 


D. W. Reeves 


TOLEDO CONFERENCE 


(Continued from page 232) 


the church kitchen as a part of their regular 
activities, it is most desirable that this load 
be developed to the utmost. 

While not very large in comparison to 
other commercial gas loads, Harry B. Wil- 
son, The Brooklyn Union Gas Company, 
said that “We Must Get the Small Tailor 
Boiler Load.” It is generally agreed that 
the automatic gas-fired steam boiler is the 
most desirable for the tailor shop from the 
standpoint of economy, safety and cleanli- 
ness. Mr. Wilson gave some detailed results 
of surveys made by his company in this field. 

Concluding the panel session with an ex- 
cellent paper, J. A. Rockefeller, Public Service 
Electric & Gas Co., Newark, N. J., presented 
“Your Part in a National Promotional Cam- 
paign.” He outlined one of the projects being 
undertaken this year by the Food Service 
Equipment Committee, that of a unified na- 
tional commercial campaign. 

A capacity audience greeted Everett J. 
Boothby, president, American Gas Associa- 
tion, who honored the conference delegates 
by delivering the Friday luncheon address. 
His address was received with acclaim and 
the guests were in accord with his message 
to industrial and commercial gas men. 

One of the most interesting addresses ever 
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given before a conference luncheon audience 
was presented Saturday by Grove Patterson, 
Editor-in-Chief of the Toledo Blade, who te. 
cited many of his experiences in Japan and 
Russia while on a special mission for our 
government. 

On Friday evening the Tennessee Gas and 
Transmission Company presented their tech- 
nicolor sound film, “GAS,”’ showing the con- 
struction of the longest large diameter gas 
pipe line—from Texas to West Virginia. 

This first postwar conference closed on 3 
note of satisfaction by all attending, and 
everyone left for home with new ideas and 
inspiration to promote anew gas for use in 
industry, in the preparation of food and the 
many other uses in which gas does a better 
job. They all were convinced that The Trend 
Continues to Gas. 


INFLATION AND THE UTILITIES 


(Continued from page 198) 


regarded their own declining reserve 
ratio they could create reserves artificially 
for the commercial banks by purchases of 
government securities. To have stopped 
this process of easing the money mar- 
ket would have wiped out this artificial 
source of funds that was independent of 
saving and raised interest rates and the 
cost of borrowing. 

That the process was inflationary was 
recognized by the Treasury which sought 
to maximize purchases by savers in the 
War Loan drives and minimize this bank 
credit expansion that bloated the de- 
posits of the nation. Such deposits have 
the character of money and the process 
of their creation has been called “mone- 
tizing the government debt.” Others 
have dubbed it sophisticated greenback- 
ism. 

Now this short-term debt is continu- 
ally coming due and needs to be te- 
financed so that the Treasury is under 
the necessity of requiring further Fed- 
eral Reserve bank cooperation to keep 
the money market easy so that the in- 
terest rate will stay low. But the price of 
low interest rates is inflation. The Fed- 
eral Reserve must stand ready to pour 
more credit into the market to keep bor- 
rowing cheap. 

But with the war over, borrowing for 
business purposes, for home construction 
and for municipal purposes take the 
place of Federal borrowing. To con- 
tinue this artificial supply of credit and 
low interest rates for this peacetime bor- 
rowing means continuing the war infla- 
tionary process during the peace. But to 
tighten the market to prevent such infla- 
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tionary expansion means paying higher 

rates for Treasury borrowing amounting 

to huge sums on Uncle Sam's large 

short-term debts that are subject to fre- 
ent refinancing. 

We shall hear much of schemes to 
glve this dilemma. One proposal made 
is that the banks should freeze their 
government holdings by exchanging 
them—or at least a substantial portion 
of them—-into a special government ob- 
ligation paying a low rate of interest and 
salable only among the banks them- 
selves. This “‘solution” would make it 
unnecessary for the Treasury to refinance 
the major part of the short-term debt 
now held by the banks. Then the Treas- 
uty, no longer so deeply concerned over 
interest rates, could let the money mar- 
ket take its natural course. Interest 
rates could be allowed to rise if there 
wete inflationary demands for credit. 
Only that part of Uncle Sam’s debts 
held outside the banks would have to be 
refinanced as it comes due at whatever 
interest rates might prevail at the time. 
If some bonds or notes came due during 
a petiod of credit stringency such as 
might occur during the next few years 
of transition, interest rates might rise 
temporarily but their effect on Uncle 
Sam's budget would be limited. 

The whole subject is one of many 
ramifications and technical details and 
the foregoing statement merely hints at 
the problem in rough outline. But we 
can say that until a solution has been 
found, the Treasury's large short-term 
debt and its anxiety to keep the interest 
rate down create an additional hazard 
that the inflationary technique of war 
finance through bank credit expansion 
will be used again during the period 
ahead and produce further inflation. 

In conclusion, it appears from the 
facts we have reviewed that the rise in 
the price level which has been experi- 
enced thus far reflects only a portion of 
our wartime inflationary financing and 
that further increases lie ahead. The 
amount of these increases cannot be 
forecast with any exactness because they 
will be determined in part by psycholog- 
ial factors, such as the people’s confi- 
dence in their currency and their willing- 
ness to defer spending during the period 
of shortages, and in part upon the wis- 
dom with which the Federal Govern- 
ment acts in such matters as spending, 
credit control, and debt management. 
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In the light of our findings, an intel- 
ligent policy for the utility industry 
would be to prepare for a higher price 
level than has been seen thus far. Pos- 
sible need for rate increases should re- 
ceive the most careful analysis. Regula- 
tory authorities should be kept aware of 
the hazard wherever rate reductions are 
being sought. The effects of varying 
degrees of price rise upon budgetary re- 
quirements should be projected and data 
kept available for planning against the 
inflationary contingency. Should it turn 
out that actual price level increases 
amount to less than we might have an- 
ticipated on the basis of the evidence 
to date, we shall merely have pursued a 
judicious policy of preparedness for an 
economic battle that we shall have been 
fortunate to have avoided. 


DEALER COOPERATION 


(Continued from page 214) 


tively simple matter to obtain individual 
dealer performance records on these ap- 
pliances. 

In the case of other appliances, such 
as ranges, automatic water heaters, laun- 
dry dryers, etc., where the utility does 
not act as wholesaler, there is no easy 
method of obtaining a bonafide record 
of such sales. From a managerial stand- 
point, however, it is highly desirable to 
have this information, so as to measure 
not only the effectiveness of the entire 
dealer program but the individual per- 
formance of the dealers as well. The 
several methods by which this can be 
done are not necessarily a part of this 
paper, and I am certain that in individ- 
ual situations suitable measures can be 
devised. I do wish to bring to your 
attention, however, the need of a proper 
recording of dealer sales in any coopera- 
tive dealer program. 

Practicing the Golden Rule: Probably 
the most important part of any coopera- 
tive dealer plan is the adoption of poli- 
cies on the part of the utility that pro- 
vide dealers in the utility's area with 
all of the advantages enjoyed by the 
utility at point of sale. This includes 
certain items that are self-evident, but 
which are frequently violated, con- 
sciously or unconsciously, by gas _utili- 
ties. 

The exclusive sale of a gas appliance 
or model of any appliance by the utility 
is, in my opinion, the most damaging 
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thing that a utility can do to its dealer 
relations. 

The utility should make certain that 
dealers in its area have the same selling 
opportunities from the standpoint of 
appliance selection, terms, prices, cus- 
tomer inducements, and all other items 
as have the utility sales representatives. 
Only on such a basis can a utility mer- 
chandising program be fully justified as 
equitable and fair. 

Such customer inducements as trade- 
in allowances or installation allowances 
have in some areas been allowed by the 
utility on its own sales, but no provision 
has been made to make these same. in- 
ducements available to dealers on their 
sales. This has been one of the prin- 
ciple dealer complaints with respect to 
utility merchandising and is something 
that should be corrected, whether or not 
the utility develops a full cooperative 
dealer program. 

Many utilities limit the servicing of 
gas appliances to those sold by them- 
selves. Due to past practice in servicing 
gas appliances, and due to the nature 
of gas as a fuel, where some service 
on the appliance may be required, it 
is my opinion that the utility should 
render the same service on approved 
types of appliances, regardless of by 
whom they are sold. 

In conclusion: with the intermission 
in merchandising activities caused by the 
war now at an end, the gas utilities have 
an unequal opportunity to establish 
new merchandising practices that em- 
body a full plan of dealer cooperation. 
Such a plan, to be successful, must stem 
from a conviction on the part of the 
sales department, as well as company 
management, that only by a thorough 
and complete dealer program can the 
gas utility hope to maintain its present 
position and to further develop its mar- 
ket in the residential field. 

With this conviction accepted, a satis- 
factory dealer plan becomes a practi- 
cality and can be put to work in estab- 
lishing gas appliances as the most ac- 
ceptable appliances for sale by the 
dealer. It is my belief that where such 
plans are adopted by the gas industry, 
records can be written in total sales of 
desirable gas appliarces that will dem- 
onstrate the correctness of such a pro- 
gram. 





NATIONAL ACCOUNTING 
CONFERENCE 


(Continued {from page{225) 


T. F. O'Brien, Ebasco Services Inc., pre- 
sented a paper discussing questions concern- 
ing the credit for dividends paid on preferred 
stock, as prescribed by Section 26 (h) of 
the Internal Revenue Code. R. M. Dodds, 
of the same company, explained problems in- 
volving corporate distributions under Section 
115 (g) and the extent of taxability of such 
distributions. A. P. Priddy, also of Ebasco, 
discussed another problem involving the mat- 
ter of depreciation allowed or allowable, and 
Chairman Alt presented a related paper. 

Allen B. Smith, Ebasco Services Inc., ex- 
plained questions relating to parent-subsidi- 
ary stock transactions and O. L. K. McKib- 
ben, West Penn Power Co., reported on the 
reduction of the basis of assets following the 
discharge of indebtedness under Section 22 
(b) (9). 

Several matters involving inequities of 
the Internal Revenue Code were reported to 
the Committee on Tax Inequities and a gen- 
eral discussion followed as to the possibil- 
ities of mitigating of such items. 

Meetings of the individual A. G. A.- 
E.E.I. joint committees on Wednesdays 
were punctuated with an informal luncheon 
which afforded a final opportunity for re- 
newal of acquaintances and exchange of gen- 
eral information. A popular feature of the 
conference was an exhibit of various ac- 
counting machines which brought the dele- 
gates up-to-date on developments in the pub- 
lic utility field. In summary, the conference 
offered many things to many people and few 
left it without a feeling of complete satis- 
faction that it had fulfilled its purpose in all 
respects. 


JOINT TECHNICAL CONFERENCE 


(Continued from page 237) 


Linn Edsall, The Philadelphia Electric Co., 
and E. W. Jahn, Consolidated Gas Electric 
Light and Power Co. of Baltimore, respec- 
tively. 

Lead-off speaker at the Monday conference 
was Carl G. Seashore, of Pennsylvania State 
College, who gave details of plans for train- 
ing supervisors, with special emphasis on the 
management function. He also announced the 
first annual Short Course for Motor Vehicle 
Maintenance Supervisors which will be held 
November 4-8 at the college. 

W. L. Carnegie, General Motors Corp., 
Detroit, discussed the hydra-matic transmis- 
sion used now by Cadillac and by light tanks 
during the war. In conjunction with a fluid 
drive it provides flexibility and efficient trans- 
mission of power from engine to drive shaft 
and may be installed in trucks as well as pas- 
senger cars when production can meet de- 
mand. 

A driver testing plan responsible for a re- 
duction of accidents was described by F. M. 
Rudman, Michigan Consolidated Gas Co., 
Detroit. Psyco-physical and road tests taking 
about two hours are given to all new drivers 
as well as accident-prone old-timers. A writ- 


ten record of each driver's test is made and 
a copy is given to the driver for his own 
study. 

There followed an open discussion at 
which experience with the following sub- 
jects was reviewed: wide base rims, types of 
paint used on trucks, wheel balancing, mag- 
netic plugs, puncture-sealing tubes, running 
in new and rebuilt motors, road calls and 
handling of gasoline. 

The Tuesday luncheon conference pro- 
vided an insight into a wide variety of mo- 
tor vehicle topics including: use of lifts 
versus creepers in repair shops; valuation of 
vehicles with regard to insurance against loss; 
pooling of general body-type truck equip- 
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Service 


SERVICES OFFERED 


Engineer with wide experience in production 
and distribution of natural and manufactured 
gas, management of electric, gas and water 
utilities, rehabilitation of properties, appli- 
ance work and wide contacts with industrial 
customers and their problems, desires con- 
nection with progressive utility. Employed 
but available on fairly short notice. 1515. 

Manager of Operations and Labor Relations, 
wide experience in all phases of gas industry, 
design, construction, operation and labor man- 
agement issues. 5 

Superintendent, General Superintendent or 
Manager, 20 years’ experience in Coal and 
Water Gas Production, Distribution, Servic- 
ing and Merchandising Installations and 
Erection work. S egree in Mechanical 
Engineering. Now employed. 1518. 

Sales and Personnel Executive with strong sales 
and Industrial Relations background. Twenty- 
five years broad diversified experience. Twen- 
ty-two of those years working in the gas in- 
dustry. Fully qualified to head up sales or 
personnel department or to act as executive 
assistant to an officer in charge of such de- 
partments. 1519. 

Gas Engineer, General Superintendent or Super- 
intendent of Distribution, Central America or 
West Indies preferred. Graduate Engineer. 
Two years previous residence Latin America. 
Four years gas distribution and manufacture 
large eastern utility company. One and one 
half weeding engineer machinery manufactur- 
ing company. Highest references. Speak some 
Spanish. Ex-Army Captain. 34. 1520. 

Factory or Sales Executive, qualified by back- 
ground of engineering, sales and administra- 
tion for position of responsibility seeks new 
connection. In early forties, Annapolis grad- 
uate. Good personality and diplomatic with 
ability to get things done. Would make good 
assistant to top executive. Married. 1521. 


POSITIONS OPEN 


Wanted by gas department of a large Michigan 
public utility company, Young Engineering 
Graduates. Some chemical engineering train- 
ing desirable. Interesting opportunities for 
ambitious young men desiring a future in 
natural gas production, transmission and dis- 
tribution. 0451. 


A_ progressive Mid-Western Gas Utility with 
less than 150,000 meters has an opening for a 
capable, promotion-minded Home Service Di- 
rector. This job is not a sinecure, hard work 
and problems there are aplenty. Neither is it 
a job that pays a million dollars. But an effi- 
cient, experienced, wide-awake home econo- 
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ment; assignment of passenger cars; change 
in personnel necessary to service radi. 
equipped units; size battery for radio cars: 
experience with detergent oils; insulating my. 
terial on wires; Thorton locking rear axles: 
use of self-locking nuts; relationship df 
transportation to other operating expense, ete 

Another interesting feature of the confereng 
was a small ton motor truck exhibit show; 
latest improvements in design of small trug 
bodies for gas company use in transporting 
meters and equipment. 

Both motor vehicle operators and distrihy. 
tion men left the joint conference feeling 
well repaid for their investment in time 
money and effort. 


mist will find both conditions and pay Satis. 

Write letter of application, giving 

age, salary de. 

confidential. 
2 


factory. 

full details as to experience, 

sired. All replies Our own 
people know of this ad. 

An Eastern gas company offers excellent oppor. 
tunity to two recent technical graduates as 
Cadets for Production and Distribution re. 
spectively. 0453. 

Appliance. Sales Manager—Medium sized gas 
utility in the East requires experienced ang 
aggressive man—40 or under to direct sales 
personnel of the four major gas appliances and 
new home developments in a rapidly _Srowing 
territory. Correspondence strictly confidential, 
Excellent opportunity for advancement. (44, 


Plant Superintendent for Carburetted Water Gas 
Plant producing 1000 MCF per day, located in 
the East. Reply giving full details of Educa- 
tion, Experience and Age. 0455. 

Florida gas company has position open for a Sw 
perintendent of Appliance Service and Instal- 
lation department. Rapidly expanding concern 
with good opportunity for advancement, Give 
comple te information including age, education, 
experience and salary expected. 56. 

Chemical Engineer for Gas Department Division 
of combination company. Applicant should be 
under 30 with qualifications for the field of gas 
manufacture, distribution and utilization. He 
would start in the gas plant learning all phases 
of production. Opportunity after several years 
would be production foreman and later a posi- 
tion of broader responsibility in distribution, 
sales and utilization of gas. Start at $200. to 
$250. per month depending on qualifications 
and experience. A 

A vacancy exists in the position of Home Serv- 
ice Director with a company serving 100,00 
meters in a fast growing community. Previous 
utility experience is desirable but not essen- 
tial. Prefer a young lady between ages of 25-35 
who has poise, personality and ability. Apply 
in own handwriting giving experience, educa- 
tion, marital status, etc. Enclose snapshot. 
0458 


Sales Manager for manufactured gas utility lo- 
cated in the South East, serving 22000 cus- 
tomers. Should have education, training and 
experience to administer commercial, indus- 
trial and residential sales, merchandising, 
dealer coordination, home service and sales 
promotion. 0459. 





CADETS 


More than one Member Company of the 
Association has requested names of quali- 
fied technical Graduates desirous of enter- 
ing the gas industry through its several en- 
gineering branches. 

For example one Company (0453) is cur- 
rently in the market for a graduate engi- 
neer in the Production department and 
another in the Distribution department at a 
starting salary up to $200. according to 
qualifications. 

Comparable opportunities exist in other 
organizations; Personnel Service will be glad 
to hear from any qualified individuals seek- 
ing such connections. 
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